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The Most Beautiful Business Building in the World 
When You Are in New York Come and See It 


New York Lire INSURANCE COMPANY’S 


New Home Office on site of the famous old Madison Square Garden at 


Madison Square, New York City 
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Huge Congress 
Held in Boston 


Over 900 New Englanders At- 
tended Association’s Annual 
Gathering 


CONFIDENCE ESSENTIAL 





Commissioner Dunham Says Untrained 
Agent Is Menace—Many Promi- 
nent Men Speak 


BOSTON, March 27.—The annual 
sales congress of the Boston Life Under- 
writers Association last week attracted 
ver 900 life underwriters from all over 
»New England. President H. 
Tracy and Vice-president M. 
Hammer presided. 

John Marshall Holcombe, Jr., man- 
ager of the Life Sales 
search Bureau, spoke on “New Visions 


George 


Alex 


Insurance Re- 

B of Education,” describing the series of 

Sfilms prepared by the bureau for use in 
training salesmen by visual means. 

At the banquet Commissioners Mer- 
ton L. Brown of Massachusetts, Howard 
P. Dunham of Connecticut, John E. Sul- 

| livan of New Hampshire and Robert J. 
Merrill, former commissioner of New 
Hampshire, were the guests of honor. 


Lauds the “Go-Giver” 


Arthur Frederick Sheldon, founder of 
the Sheldon School of Salesmanship. 
© talked on “The Science of Creative and 
» Constructive Salesmanship.” The natural 
® born salesman, he said, often leans so 


hard on his natural-bornness that he 
reaks it in two. Salesmanship is the 
science of manufacturing and delivering 


service, for a valuable consideration, and 
the servant must be worthy of his hire. 
there is too much energy expended to- 
day in striving for “Go-getters” which 
should be expended for “Go-givers.” 
Louis M. Crandall of Norwich, Conn., 
star producer of the New England Mu- 
tual Life, told how he had written an 
application a week for 300 weeks. He 
declared that a salesman should be thor- 
oughly prepared for any emergency that 
might arise and that through the entire 


sale the complete attention and confi- 
dence the prospect must be secured 
and held. The salesman must have abid- 
ng confidence in himself that he can 


make the sale. 
~ many 


Every sale is made up 
sales, all of which have to be 
made to complete the job. Most sales 
are lost because the agent does not have 
u fidence of the prospect and does 

realize when to start making the 
Urging a client to buy before his 
imterest and desire has been created is 
‘ways iatal. If the prospect is given 
complete satisfaction he will become a 


€ col 


nos 
oO 


§ close 


“icere booster for the agent. 

Rev. Jones I. Corrigan, professor of 
economics at Boston College, endorsed 
‘te insurance as contributing three 
things to the social order: thrift, relief 
and the spirit and sense of security, 


c Commissioner Howard P. Dunham of 
onnecticut said what was most needed 





Avoid Abstruse Terms in 
Selling, Kibrick Advises 





One of the largest of the series of 
sales congresses held this year was the 
Tri-State Congress in Philadelphia with 
well over 1,500 life men gathered. The 
central theme was training, a _ better 
equipped agent being regarded by the 
speakers as one of the essentials today. 

One of the hits of the Philadelphia 
meeting was the talk by I. S. Kibrick 
on “How I Sell Partnership Insurance.” 
Mr. Kibrick demonstrated how he writes 
about a million each year in Brockton, 
Mass., where he is agent for the New 
York Life. He used the same natural 
approach to his audience as he would 
to his prospects. 


Deprecates Technical Terms 


Mr. Kibrick is an advocate of inten- 
sive education and training, but he be- 
lieves in relegating this to the back- 
ground in the actual approach. He said 
there is a growing tendency to become 
super-scientific in life insurance selling. 
He pointed out that the life under- 
writer could profitably follow more 
closely the procedure of medicine and 
law. If he were ill he would want a 
specialist, but he would not want him 
to use scientific terms. He would want 
to know the necessity of an operation 
and its safety, the more simple the lan- 
guage the better. 

Surgeons and lawyers keep their 
wealth of technical knowledge in the 
back of their heads. He suggested that 
life underwriters should do the same 
and talk with the ease and grace of a 
doctor. A human, frank, natural sales 
approach is the most valuable. He ap- 
plies this particularly to partnership 
insurance and shows his method of 
applying the science of business insur- 
ance with the simplicity of a layman 
friend. He merely goes to a partner, 
talks with him in simple, frank manner 
of the effect of his partner’s death on 
his widow. All of the science of part- 
nership insurance is used, but in one- 
syllable words if possible. Further, this 
use of the other partner as the example 
eliminates the reaction usual when one’s 
own death is intimated. Mr. Kibrick 


today was the preaching of the gospel 


that a mere smattering of knowledge as 
to the fundamentals of life insurance is 
enough equipment to carry on is bound 
to find himself far behind the procession. 
The untrained agent is a menace to the 
country. 


Must Maintain Confidence 


Harold A. Ley, president of the Life 
Extension Institute, declared the life in- 
surance business has the greatest oppor- 
tunity of any business to reduce its own 
losses. He prophesied the day would 
come when some life company would 
put out a policy which would give the 
insured the benefit of efforts to prolong 
his own life. 

Samuel Milligan, third vice-president 
of the Metropolitan Life, spoke of the 
general tendencies and opportunities of 
the life insurance business and of its 





progress. He declared the future of the 


told of successful sales in this 
manner. 

William M. Duff, general agent for 
the Equitable Life at Pittsburgh, spoke 
of “The Agent's Personal Program.” He 
said that every agent should improve 
his physical, mental and scientific knowl- 
edge. Mr. Duff said that the agent is 
careless who endangers his greatest 
asset, time, with physical incapacity. An 
agent should always seek to develop 
and add to his background of training 
and education. Mr. Duff said an agent 
should learn the material necessary for 
the C. L. U. degree, even if the degree 
is not to be sought. He should read 
broadly outside of business literature. 
The agent should develop socially, not 
using it as a lever, but to broaden one’s 
self, which indirectly brings return. 


many 


Other Speakers 


Following the opening by Thomas M. 
Scott, president of the Philadelphia 
association, Claude Voorhees, counsel 
of the Connecticut General Life, spoke 
on “Principles an Agent Should Know.” 
Holgar J. Johnson, Pittsburgh, general 
agent for the Penn Mutual Life, spoke 
on “Creative Selling.” John Barker, 
vice-president and general counsel of 
the Berkshire Life, spoke on “The Life 
Company, the Trust Company, and the 
Ideal Estate,” emphasizing the value of 
the optional settlement form. A _ sales 
demonstration was given by Louis F. 
Paret, general agent for the Provident 


Mutual at Newark, N. J., and Edwin 
Sumner. Alexander P. Reed, vice- 
president of the Fidelity Trust Com- 
pany of Pittsburgh, closed the session 
with a talk on the life insurance trust 
and its common goal for life under- 


writers and trust men. In the evening 
the annual banquet was held with Ro- 
land S. Morris, former ambassador to 
Japan and vice-president of the Phila- 
delphia Life, as toast master. Harry C. 
Spillman, educational director of Rem- 
ington Rand Company, spoke on the 
“Aristocracy of Service” and Burton K. 
Wheeler, senator from Montana, spoke 
on “The Drifting from Democracy to 





of preparedness. The man who believes | 


Bureaucracy.” 


| business is dependent upon the com- 
| panies continuing to anticipate and sat- 
| isfy the insurance needs of the people 
| and maintain and deserve the confidence 
| of the public. 

| Harold J. Cummings, second vice- 
president of the Minnesota Mutual Life, 
told of the time when life underwriters 


would begin their real mission and enter 


into a campaign for the “economic 
emancipation of the race.” 
A skit by Earl G. Manning and 


Charles C. Gilman of Boston demon- 
strated the method of placing a policy 
of partnership business insurance. Don- 
ald Russell of the McNamara agency ot 
the Guardian Life in New York spoke 
on “Getting Your Money Out of Your 
Business Through the Instrument of 
Life Insurance.” 

John W. Downs, counsel of the In- 
surance Federation of Massachusetts, 
spoke on the danger which threatened 

(CONTINUED ON LAST PAGE) 








Life-Trust Link 
Grows Stronger 





Life Insurance No Longer Fears 
Competition of Trust 
Companies 





INTERESTS ARE _ JOINED 


Loomis Tells Connecticut Mutual 


Forces of Close Bond Between 
Bankers and Agents 


Competition from trust companies is 
no longer life insurance, 
President Loomis of the 
Connecticut Mutual advised the agency 
staff of Louis J. Fohr in Chicago. Mr. 
H. I. B. Rice, 
actuary of the company, visited Chicago 
tour 
Toledo 


feared by 


James Lee 


Loomis together with 


on an included 


several 


agency which 


Cleveland, and Iowa 
cities. 

The greatest cooperation, Mr. Loomis 
said, now exists between trust compa- 
nies and life insurance, this being at- 
tested by the fact that one billion and a 
quarter of life policies was assigned to 
trust companies last year. There is no 


inherent conflict between trust compa- 
nies and life insurance. The capital pur- 
pose of life insurance is to create es- 


tates while the primary function of trust 
companies is to conserve and distribute 
them. Occasionally it is the incidental 
function of the trust company to sell 
life insurance just as it is occasionally 
the incidental function of life insurance 
to conserve and distribute estates, for 
instance when benefits are paid on the 
installment plan. But these points of 
similarity should not lead to competi- 
tion 


Insurance Can Retallate 


Inasmuch as life insurance salesman- 
ship is a highly specialized work, Mr. 
Loomis said that trust companies are 
not in a position to compete. If they 
should attempt to develop life insurance 
sales organization, they are faced with 
the threat that life insurance companies 
might retaliate by entering the banking 
business. The relationship, however, 
between trust companies and life insur- 
ance, Mr. Loomis believes, is becom- 
ing closer and better. 

3oth Mr. Loomis and Mr. Rice em- 
phasized the sound structural condition 
of the company in answer to agents’ 
questions as to how they might meet 
the competition of lower net cost com- 
panies. Although prediction as to fu- 
ture net cost is perilous, the executives 
assured the salesmen that the conserva- 
tive financial policy of the Connecticut 
Mutual places that company in a strong 
technical position. 

Conservative Investment Policy 


Net savings could be made, the offi- 
cers said, if the company would ex- 
change bonds paying 4.9 percent inter- 
est for those paying 5.4, which is the 
ratio of some other companies, but the 

(CONTINUED ON LAST PAGE) 
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Formula for Good Will 
Factor Is Now Available 


USEFUL FOR UNDERWRITERS 


The “Close Corporation” by Abner 
Thorp Is Eagerly Followed by 
Business Insurance Specialists 


‘The March issue of the Diamond Life 
Bulletins sales section, continuing Ab- 
ner Thorp, Jr.’s, treatment of the close 
corporation, contains material on three 
points of vital importance to every un- 
derwriter interested in business insur- 


ance. ; 
First, the question of “Insurable In- 
terest” is taken up. Mr. Thorp quotes 


legal decisions and authorities on the 
insurable interest of an assignee, the in- 
surable interest created by blood or mar- 
riage, the insurable interest of stock- 
holders in each other’s lives, the insur- 
able interest of one partner ‘in the life 
of the other partner, and the situation 
where premiums are paid by a third 
party. 
Assessing Good Will 


The proper assessing of the value of 
good will is often of great importance 
in selling or buying a business or in in- 
suring men engaged in business. The 
opinion of prominent bankers and na- 
tionally known accountants is given and 
then a simple formula, or calculation 
schedule is shown, whereby the value 
of good will may be computed. 

The statements of various companies 
are analyzed to show that good will is 
carried at a valuation running into the 
millions. The B. F. Goodrich Company 
once carried a good will valuation of 
$57,798,000. Camel cigarette good will is 
believed to be valued at more than 
$10,000,000. 


Trade Mark Worth a Million 


A great diversity of opinion often ex- 
ists as to the value of good will and for 
this reason underwriters, dealing in 
business insurance, should be fairly fa- 
miliar with a generally accepted method 
for valuing this prime asset. Execu- 
tives of a business often vary greatly 
in their estimates; for instance, the ad- 
vertising manager for the California 
Fruit Growing exchange conservatively 
estimated the Sunkist trade-mark as 
worth a million, whereas the president 
of the exchange thought $10,000,000 
would be nearer the mark. 

One of the most perplexing questions 
to be settled in the formulation of a 
stock liquidation agreement pertains to 
the fixing of a price at which the stock 
of a deceased party to the agreement 
may be acquired by the survivor. While 
it is impossible to lay down any hard- 
and-fast rules for this price-fixing, more 
commonly used processes of valuation 
are given in detail. The first plan is to 
capitalize the earnings for the past few 
years; the second plan is to take the 
book value of the stock; the third plan 
is to take the United States govern- 
ment valuation as normally fixed upon 
the stock of a deceased stockholder for 
estate tax purposes; the fourth method 
is to use the book value plus the good- 
will and the fifth, to take a yearly or 
periodical appraisal. 


“Close Corporation” to Continue 


In a letter to Tue NationaL UNpeErR- 
writer, the Diamond Life Bulletins state 
that the treatment of the close cor- 
poration which started in December and 
will continue for several months, bids 
fair to be one of the most useful and 
one of the most popular sections ever 
published. The demands for reprints 
of “Partnership Insurance,” completed 
last year, outranked anything in the 
history of the Diamond Life Bulletins, 
but from the number of orders which 
have come in for “The Close Corpora- 
tion” if, as, and when, it is put out as 
a bound booklet, it is believed that 
“Close Corporation” will receive even 

















Life Insurance “Big Chance” for Women 








Life insurance offers one of the finest 
opportunities of this modern age as a 
profession for women, Miss Flora 
Lovell of the Connecticut Mutual at 
Oakland, Cal., declared before the great 
gathering of life men at Oakland from 
many points along the coast, in the first 
of what promises to be a series of annual 
conferences. 

Miss Lovell won a silver trophy with 
her four-minute address in a symposium 
of short talks. 


Big Possibilities for Women 


“A thoughtful consideration of the 
subject ‘Modern Life Underwriting’ con- 
vinces me that one of its most impor- 
tant developments is the opportunity it 
has opened up for women in professional 
life insurance,” she said. 

“Woman came originally from man’s 
rib, the crookedest part of man’s body, 
but we must not forget that man’s rib 
is a part of his body very close to the 
heart. In this paradoxical situation 
lies the reason for women’s subject posi- 
tion throughout the ages. 

“Today, however, the familiar words, 
‘Dare to stand alone’ can aptly be ap- 
plied to the newly awakened mental at- 
titude of the modern woman. Less than 
a generation has elapsed since she won 
equal suffrage. 

Just Coming Into Own 


“She is only now beginning to realize 
how to act as an individual entity; no 
field of public or private endeavor is be- 
yond her mental, physical, philosophical 
or financial grasp. In a word, she 
stands upon the threshold of the true 
realization of her potentialities, and to 
my mind modern life underw riting opens 
up a field of a great capitalization of 
these possibilities. 


“Custom decrees that woman may 
change her mind upon the slightest prov- 
ocation. I think that to reach the 
heights she so richly deserves in mod- 
ern life underwriting she may have to 
call this prerogative into active use. Any 
self imposed dependence upon man’s 
help must be retracted. In this, the 
last remaining vestige of her subordinate 


position, does life insurance as a real 
profession point the way to independ- 
ence. 


Avenue to Independence 


“It makes her contribution to the suc- 
cess of married life of a more definite 
and more practical nature. It gives her 
the benefit of ability and knowledge to 
advise in wise investments. It gives her 
the power to banish all fear of disability 


or old age. It gives her above every- 
thing else. a feeling of independence 
without which there can be no real 
progress. 


“The opportunities that we all know 
modern life underwriting to offer does 
not distinguish between the sexes. What- 
ever distinction is present has been 
superimposed by woman’s unwillingness 
to recognize that the field is open to her 
as well as man, 


Things Women Can Bring 


“To this profession she can bring en- 
thusiasm of a new found freedom; the 
joy that comes from keen competition, 
the financial values that go with ser- 
vice well done. 

“I say to my sex, ‘Ours is a great 
heritage. Let us build economic inde- 
pendence by dedicating our business and 
professional efforts to one of the lead- 
ing fields in present day professional 
life—modern life underwriting.” 








Fidelity-Mutual Life 


Treasurer Dies Suddenly 


PHILADELPHIA, March 27. Sam- 
uel J. Steele, treasurer of the Fidelity 
Mutual Life, died early Tuesday from a 


heart attack. He had been ill since Fri- 
day but no fear had been felt by his as- 
sociates at the home office who believed 
his illness to be slight. His wife, 
alarmed by his too sound sleep Tuesday 
morning, called the family physician, 
who pronounced Mr. Steele dead. 

born in Philadelpha 


Mr. Steele was 
and was a graduate of Girard Co-lege. 
Prior to his election as treasurer of the 
Fidelity Mutual in 1914, he had spent 


27 years with the Pennsylvania railroad, 
first in the passenger department and 
later in the treasury department, where 
he specialized in the general investment 
end of the railroad’s busness. 


He is survived by his widow, Mrs. 
Katharine Donahue Steele, and two 
sons, Samuel J. Steele, Jr., and Donald 


held this 
Ger- 


Funeral services were 
St. Bridget’s church, 


Steele. 
morning in 
mantown. 








a larger distribution than did “Partner- 


ship Insurance.” 

For the benefit of those underwriters 
who are now specializing, or intend to 
specialize in business insurance, the 
Diamond Life Bulletins intend to issue 
soon a “Business Insurance Course,” 
similar to the training course, “The 
Essentials of Life Underwriting.” The 
Business Insurance Course will cover 
“The Proprietorship,” “The Partner- 
ship” and “The Close Corporation,” as 
well as “Business Insurance and Bank 
Credit.” It is stated that this will be 
the most complete analysis of business 
insurance, including stock purchase and 


sale agreements, and trust company 
agreements, which has ever been pub- 
lished. 








Advertising Conference 
Southern Convention 


Those who have accepted places on 
the program for the southern regional 
meeting of the insurance advertising 
conference at Memphis, April 13-15, are: 

Rex B. Magee, advertising manager 
Lamar Life, Jackson, Miss., “Convert- 
Advertisements.” 


ing Pictures to 

Albert J. Wohlgemuth, — secretary 
Rough Notes Company, Indianapolis, 
“What Trade Journals Can Do and 
Are Doing for You.” 

Seneca M. Gamble, sales promotion 
manager Southern States Life, Atlanta, 

Sales Promotion from Beginning to 
End—There Is No End.” 

W. L. Rawlings, advertising director 
Columbian Mutual Life, Memphis, 


“Conservation of Advertising.” 

Bart Leiper, manager publicity and 
advertising, Pilot Life, Greensboro, N. 
C., “Cooperative Advertising.” 

Henry Camp Harris, vice-president 
National Security Life, Wichita Falls, 
Tex., “Product Advertising.” 

Lorry A. Jacobs, director public re- 
lations Southland Life, Dallas, Tex., 
“Making a Sales Kit at Small Expense.” 


Registration and a get-together din- 
ner are scheduled for April 13. Mon- 
day and Tuesday there will be both 


morning and afternoon sessions. 


Finds Texas Conditions Good 


Practically no unemployment or con- 
cern over the after results of the stock 
market crash are visible in Texas, al- 
though there appears to be acute ap- 
prehension over unemployment and lack 


of capital conditions in other central 
western states, Isaac Miller Hamilton, 
president of the Federal Life, reports 


from the west. Mr. Hamilton recently 
started by automobile to California, 
stopping off for a short survey of con- 
ditions in various centers en route. He 
. now bound from California to Flor- 
ida. 





Make Last Stand Fight for 


People’s Life Reinsurance 
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of St. Louis Approved by IIli- oe 
nois Department a legi 









remium 
eit to : 


Opposition to the awarding of  thmmplace cal 
People’s Life reinsurance contract s)jmproperty 
the Mississippi Valley Life of St. Louis, at | 
continued this week in spite of routin: prem 
carrying out of the contract approve mmpesed th 
by the Illinois department. An__ intejmmen and 










vening petition was filed this week } 





mbia. 


a policyholder, asking that the depar. King 
ment, the St. Louis company and othexfm!!. Son 
show cause why the failed Chicayjmmuat the 
company should not be awarded to thgmpouth C 
Chicago National. This motion wage other 
denied. ew year 
A subsequent step was the qualifying ta 
of Alvin S. Keyes. the department's oi. 
ficial receiver, as receiver for what w; . 
be left after the business is taken ove [mUptioni 


Mr. Keyes has been appointed by th 
department as receiver for the People: 
After this, Erwin A. Meyers, the court 
receiver, secured approval of $7,300 fee 





Pl 


and he will retire shortly after an » NEW 
successful attempt to find another conf — tt 
pany than the Mississippi Valley as r _ 
insurer. : pate he 
A last stand of those opposed to t! _— - 
deal was the filing of an appeal | pues 
David D. Stansbury, attorney for a di ~ nase 
gruntled stockholder and _ policyholde ay 


This was set for hearing Thursday. 














Equitable Agents Pay Psoriatic 
Tribute to Alexander payee 
y go ac 
; proval. 
April has been set aside by the Equi ‘This d 


able Life of New York as Alexand: {ition of a 
month, during which the company the two | 
forces over the entire United StatsfGing life 
will vie with each other for new bus-Ppptional s 
ness to express their high regard icf @policies o: 
William Alexander, secretary, who lw nd statir 
been with the company since Septem} @tages of 
ber, 1869. An unusually complete ki} Wecognizec 


is being supplied agents, which include 


underwrite 


a crimson bound pocket daily recor ‘statement 
for recording results in April, the ls—§%f endeay 
page of which is a business reply caif##¥rom the 
to be sent at the end of the month ti @nuittee wa 
show number of interviews completeiJ ®ommittee 
and closed, total volume sold, and ¢ 
forth. Sulliva: 
A special “April for Alexander” 

plication, printed in red and blue, # H 
addition to the routine black ink, 
four-page biographical sketch of Xt: 

Superint 


Alexander, bearing an excellent phot 











graphic portrait, another folder in! hea 
form of a letter from President Thom# pe er St 
I. Parkinson, and still another folie —y, neoln ) 
“broadside” prepared by the Alexanétt F rewitt of 
tribute committee, complete the kgs a p 
This committee consists of William \ crm cha 
Duff, chairman: Theodore M. Riehi eg east 
secretary; H. F. Berls, Thomas ean 
Sweeney, W. L. Boyce, H. C. Donne ee ther 
and W. J. Dunsmore. BL. 
The campaign is keyed to Mr. Al c wold 
ander’s recent completion of 60 ye so 
service with the Equitable, 50 as se co agent 
tary. Every agent is given an ob) Bice: oe 
of 60 actual interviews n Apr Cert ree 
cates will be awarded to unit manag 2 owes 
who have 100 percent participatior 
feature will be selection of three lea 


representatives from each ax 
records in letters from managers “! 
bound in a volume which wil! | 
sented to Mr. Alexander. 


— — Ing 

Robinson Heads ‘Blanks Committee He in Mi 

Walter A. Robinson, actuary of SMe oe 
Ohio eee. has been name Rvenue 
President H. P. Dunham of the Nat! i . 
Convention of Insurance Commissi0 ithe cect 
as chairman of the committee on blans and will 
to succeed Harry D. Appleton, Ww" SP age 
to retire as deputy superintenter fon, 
New York at the end of this ™ 
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South Carolina 
Is Endeavoring 
To Increase Tax 





Company officials are much concerned 
out the bill pending in the South Caro- 
a legislature increasing the tax on 
remiums for all companies from 2 per- 
tto 3 percent. The bill in the first 
carries a repeal of the personal 
roperty tax. In order to make up for 
is, at least in part, the increased tax 
premiums is provided. The bill has 
assed the house. A number of company 
men and local agents have been at Co- 
mbia. Insurance Commissioner Sam 
King very much opposed to 
|. Some of the company people 
nat the situation is a critical one. 
outh Carolina able to increase 
ax other states are likely to follow. A 
jew years ago Ohio increased its pre- 
um tax but later repealed it. 


ace 


1S 


is 


Optional Settlement Given 
Place in Handling Estates 


NEW YORK, March 27.—Considera- 
tion of the optional form of settlement 
life insurance as a major factor in 
ate handling is included in the final 
of the 1930 statement of life in- 
surance trust cooperation, adopted by 
the executive committee of the National 
Association of Life Underwriters at its 
mid-year meeting here. The original 
Brat, as approved by the trust com- 
Hpany division of the American Bankers 
BA ssociation at its February meeting, 
pmitted consideration of the optional 
settlement and thus the code will have 


\ 
est 
uiraft 


Mo go back to the bankers for final ap- 


include 
recor 
the las 











proval. 

‘This draft was amended by the addi- 
ton of a paragraph calling attention to 
the two principal methods of distribut- 
ing life insurance proceeds, through 
” ptional settlements of the life insurance 
olicies or through a corporate trustee, 

nd stating that the value and advan- 


Mages of each method are mutually 
Pecognized by trust officers and life 
underwriters. With this change, the 


Statement was adopted and the matter 
ot endeavoring to secure its approval 
from the trust officers’ executive com- 
muttee was left to the chairman of the 
committee, 


Sullivan Given Choice of 
Hearing or Court Action 


uperints ndent 


Joseph B. Thompson 


™ Missouri has given James P. Sullivan, 
lormer St. Louis general agent of the 
Lincoln National Life, and Ray P. 
Pre St. Louis the alternative of 
: blic hearing April 7 on in- 
> irges against them of alleged 


action 
to 


resorting to court 
insurance department 
insurance broker licenses. 
souri department has been 
& the licenses sought by Mr. 
| Mr. Prewitt although the 
who have made complaints 
irtment against them have 
back their charges with 
t wishing to run the risk of 
uit should the charges fail at 
iTing, 


Home Office Addition Started 








Ps gee " is starting on the new 
gg ddition to the home office 
yuuding { the Northwestern Mutual 
‘© im Milwaukee. The addition is be- 
. on the half block site of its 
., lt structure at East Wisconsin 
enue Van Buren street. The addi- 
4 Mas been planned to accord with 
ae architecture of the present structure, 
and 


designed for future stories 


will b 
of 24. 


It will cost $2,800.,- 








E DI TION 








“Star” Siemens Take Part 
in Penn Mutual Congresses 


IN ALL AGENCIES 


MEETINGS 


Inauguration of “Clientele Months” in 
April and May Is Made in 
Elaborate Form 


Several “star” managers of the Penn 
Mutual, who recently made a flying trip 
from coast to coast, participating in 
conferences at important cities, will take 


part in a trip of similar character to be 


started March 28. Meetings will be held 
as follows: Philadelphia, March 28; 
New York, March 29, and Chicago, 
March 31. Hugh D. Hart, vice-presi- 
dent, announces that these sales con- 
gresses will be unique in American life 
insurance. 

The programs are being carefully 


guarded against leaking out in advance 
and there will be many surprises. Only 
Penn Mutual agents, general agents and 
brokers wil] be permitted to attend. 
Among the outstanding general agents 


who will talk in the congresses will be 
J. Elliott Hall, New York City; Holgar 
J. Johnson, Pittsburgh; Alexander E. 
Patterson, Chicago; Frank H. Davis, 
Denver; John A, Stevenson, Philadel- 
phia, and E. R. Eckenrode. E. Paul 


Huttinger of the home office will assist 


Vice-president Hart in directing the 
meetings. The occasion of the trip is 
“Clientele Months,” April and May, de- 


voted to policyholders’ interests. 


Meetings in All Agencies 


Intense activity is planned in all gen- 
eral agencies throughout the country. 
Every agency will be visited by a rep- 
resentative of the educational depart- 
ment, who will hold a conference on the 
same general subjects as those used in 
the three larger meetings. 

A sales demonstration will be staged 
in each agency between the home office 


man as “agent” and the general agent 
as “prospect,” to illustrate modern sales 
methods. Each agent will be asked to 


take a policyholder to a luncheon. 


Life Insurance Pushed 
from Investment Angle 





i 
the Bankers’ 
in Lincoln 


Olson, manager of agents for 
Life of Nebraska, is back 
from a tour of eastern 
agencies. He reports great stress in 
drives for new business is being made 
in the investment feature of life insur- 
ance, particularly endowments of various 
kinds. The reaction against stocks as 
a form of investment is being manifest- 
ed in increased purchases of life insur- 
ance as well as of bonds, although the 
former is not mentioned in the financial 
columns. Many small investors have 
learned the lesson that it is almost im- 
possible for the average man to choose 
sound investments aside from liberty 
bonds, and Mr. Olson thinks this offers 
a wide field for the agent who builds up 
a good sales presentation on endow- 
ment policies and then goes after the 
business, 





Wisconsin Directory 


Edition, Now Off the Press 


Tue NATIONAL UNDERWRITER has issued 
the 1930 edition of the Wisconsin In- 
surance Directory. This gives an in- 
teresting compendium of insurance in- 
formation of the state at large and the 


various cities and towns. There is a 
general directory of companies with all 
essential information, interesting statis- 


tics showing the business for the last 
six years, a — of insurance law. of 
Wisconsin and a fund of other informa- 
tion that makes the handbook a ref- 
erence work that everyone interested 
insurance-wise in the state should have 








Novel Contest 
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Cc. W. 
of 
Chicago, 
Production 
Against 


COLGROVE 
“Mutual 

Who 
for 
All Comers. 


Estate Associa- 
Is Pitting His 
Three Months 


Originator 
tions” of 
Personal 


Benefit Association Called 


Marriage Bureau “Racket” 


MILWAUKEE, March 27.—Opera- 
tions of the Central States Mutual Bene- 
fit Association of Chicago, an organiza- 
tion with insurance features, which in- 
clude a “marriage pool,’ have been crit- 
icised as being “just another racket” by 
the better business bureau of the Mil- 
waukee association of commerce, in a 
letter to the insurance commissioner and 
the Milwaukee county district attorney. 
Promoters of the association have been 
attempting to sell state rights in Mil- 
waukee. 

According to the plan, a single man 
or woman, on joining, fills out an ap- 
plication giving the usual perfunctory 
information and any marital inclina- 
tions. First cost $16.50, and this 
split, $8 for the solicitor and the balance 
to the Chicago office, the bureau says. 
Dues are $1.25 a year, but there a 
clause binding applicants to pay as- 
sessments in order that benefits may 
be paid. The bureau reports that this 
means members may be assessed $1.25 
every time a member marries. 

The benefits are “one-quarter of the 
proceeds of one assessment,” not ex- 
ceeding $250 if a member marries after 
four months and within six months from 


is is 


is 


the date of joining. Maximum benefit 
is $1,000. The bureau points out that 
the cost to the operators is nothing. 


HENRY E. NILES HAS 
JOINED ACTUARIAL FIRM 


Henry E. Niles, assistant manager of 
the Life Insurance Sales Research Bu- 
reau of Hartford, will be associated 
early in May with Woodward, Fondiller 
& Ryan, consulting actuaries of New 


York City. Mr, Niles has been with the 


Research ‘Bureau for nearly seven years 
and has had much experience with life 
insurance sales and administrative prob- 
lems, 


Mr. Niles is a graduate of Johns Hop- 
kins University. For two years he was 
a student of economics and statistics 
here-and in Europe. For several years 
he has been secretary of the joint com- 


mittee of the Life Insurance Sales Re- 
search Bureau and the Life Office 
Management Association. 

Although essentially an actuarial of- 
fice, the firm of Woodward, Fondiller & 


Ryan functions as insurance counsel in 
many branches of the _business. The 
appointment of Mr. Niles extends their 


field of operation. 


| Chtindn Man Challenges 
| Whole U. S. in | Competition 


| — SELF AGAINST FIELD 


C. W. Colgrove, Originator of “Mutual 
” Extends 
Dare of Day Agency 


Estate Associations, 


\ novel contest will start April 1 with 


the Darby A. Day agency of the Union 
Central at Chicago, in which one man, 
C. W. Colgrove, will be pitted against 
the remainder of the agency, consisting 
of more than 40 men. He is the orig- 
inator of the “Mutual Estate Associa 
tions” sponsored by the C, W. Colgrove 
System, Inc., of Chicago. This is a 
club plan which offers some attractive 
inducements to buyers of insurance. 
Mr. Colgrove will use his plan ex 
clusively in the contest. 
Challenges Entire U. 8. 

He extends the challenge to any 
agency in the United States, regardless 
of size, which has duly contracted for 
the use of “Mutual Estate Associations.” 

His purpose, Mr. Colgrove says, is to 
afford an opportunity of again demon- 
strating its sales value as sponsored by 
the C. W. Colgrove System Inc, That 
demonstration has already been fully 
made, he says, but now will be made 
again in the direct view and supervis- 
ion of the entire life insurance field. 


Aviation Rider Now Meets 
Requirements of 30 States 


Since the American Life Convention 
reported last week on the attitude of all 
insurance departments in this country as 
to the use of the Metropolitan Life’s 
aviation rider restricting liability to fare 
paying passengers injured in airplanes, 


and then only for the amount of the 
reserve, Commissioner Matthew H. 
laggart of Pennsylvania has obtained 


a ruling from the department of justice 
that it is proper for him to approve such 


a rider. The A. L. C. issues a correc- 
tion to the effect that Tennessee also 
will approve. ‘Thus there are now 30 
states which have indicated officially 
that they will approve the rider, only 
one of which, Missouri, makes any res- 
ervation. This state will require a re- 
turn of premium. 


The Pennsylvania ruling was prepared 
by H, D. Saylor, deputy attorney gen- 
eral. “There appears nothing in the 
laws prohibiting a life or casualty com- 
pany from limiting the coverage in the 
manner contemplated by the companies,” 
the ruling states. “It our opinion 
that were you to refuse approval of the 
riders similar 


is 


rider in question, or of 
in substance thereto, you would be de- 
clining to approve policy provisions 





| and 


of : s 





in violation of the laws 
for you to approve the 
application of life insurance companies 
for inclusion in life insurance policies, 
with or without total or permanent dis- 
ability and double indemnity provisions, 
of a rider exempting from coverage the 
death or injury of the insured a re- 
sult of service, travel or flight any 
species of aircraft. 


which are not 
“Tt proper 


is 


in 


Walker to Handle Industrial 
Bradiord H. Walker 


taken over the supervision of the indus- 
trial business of the Life of Virginia, 
succeeding W. L. T. Rogerson, senior 
vice-president, who died recently Mr. 
Walker will be assisted by.Isaac T. 
Townsend, assistant vice-president. 
These offices write ordinary busi- 
ness as well as industrial. For some 
time past, Mr. Walker has likewise been 
exercising supervision over ordinary 
business produced by general agencies 
branch offices, with the assistance 
Sidney Davenport, Jr., vice-presi- 
dent and Frank E. Hall, assistant vice 
president. 


President has 


also 
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The 
POWER 


to 


EARN 


That is what the Inter-South- 
ern seeks to develop in its 
agents. § The Inter-Southern 
is large enough to command 
respect but not too large to 
maintain intimate contact 
with its field force. § The 
Inter-Southern offers Home 
Office assistance, Home Office 
touch, Home Office apprecia- 
tion of the obstacles to be 
met by its men in the field. 
§ The Inter-Southern invites 


ambitious men into its family. 














INSURANCE CO. 


LOUISVILLE, KENTUCKY. 





CAREY G. ARNETT, President 
Home Office, Louisville, Ky. 
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Ratio of Actual 
to the Expected 
Mortality Given 











(From the Little Gem Life Chart) 















Name 1925 1926 1927 1928 1929 
Acacia Mut... 34.4 40.2 45.6 40.2 42.3 
Aetna Life... 61.3 64.4 64.4 69.5 73.7 
Am. Bankers. ... aie --- 565.4 65.4 
Amer. Cent... 48.4 62.9 59.7 58.0 69.7 
Amer., Mich... 52.9 45.4 48.1 55.1 60.5 
Am, Nat., Tex. 39.5 56.3 62.2 84.1 78.0 
Amicable ere aes -.- 28.9 60.5 
Atlantic ..... 42.9 57.5 48.4 57.3 64.3 
tBaltimore .. 76.7 83.8 78.4 < ae 
Bankers, Ia... 60.9 63.0 70.3 67.6 68.5 
Bankers, Neb. 38.8 4.1 36.3 29.4 39.2 
_" e ear --- 86.5 33.0 54.3 
Bank. R., Neb. 49.1 46.8 40.0 38.0 48.8 
Bank Savings 46.2 34.4 38.0 37.4 41.3 
Benefic’l, Utah 34.9 net 3.4 41.2 51.7 
Berkshire ... 63.6 62.7 53.8 60.9 72.3 
Boston Mut.. a* aoe can a. Sao 
Brooklyn Nat. ... -+- 24.7 28.6 31.6 
Bus. M. Assur. 2 33.9 25.9 34.0 39.6 
Calif. State... 47.8 51.1 46.2 51.0 
CamaGa ....0- 56.3 54.1 55.3 64.8 
Capitol, Colo. 69.4 72.4 72.7 58.6 
Central, Ia.... 37.8 31.5 34.9 39.5 
Central, Ill... 42.1 41.1 37.0 38.1 
Central, Kan. 23.9 30.0 44.2 39.5 33.9 
Centl. St... Mo. 39.3 38.5 39.5 37.7 45.0 
Chicago Natl. aoe .-- 58.8 ait 
Colonial, N. J. ... — tan 2 
Columbia, O.. 55.6 3 655.7 53.2 
Columb. Mut. ais 51.5 53.5 654.1 
Columb. Nat.. 51.1 49.5 58.8 73.1 
Columbus Mu. 32.8 31.5 43.0 41.2 
Com'wealth . 51.2 53.0 57.9 53.5 
Conn, Genl... 51.4 49.6 58.1 62.2 
Conn. Mat.... 46.3 52.2 46.2 51.8 
Contl. Amer... 42.6 29.2 48.0 47.0 
Contin'tal, Ill. 30.5 36.4 44.8 42.6 
Contin'tal, Mo. 49.7 2 55.1 51.4 50.8 
Detroit Life.. 43.8 57.2 50.9 55.3 57.5 
Equit., N. Y.. 52.1 54.2 54.0 58.4 61.0 
i. Oe Eee wes eee - <n See 
Eguit., Ta..... 30.6 35.2 34.0 45.6 44.9 
t+Eureka-Md.. 76.5 75.6 79.4 73.1 66.2 
Farm. & Bk.. 37.3 35.0 34.5 34.6 44.4 
Farm, & Tr.. ... <3 ven sos Sa 
Farmers, Col. ... en oor Ree Gee 
Farm. Un. M. ... eS on 05 41.9 
Federal, Ill... 52.8 45.0 44.6 54.3 49.5 
Fed. Union... 47.2 47.0 50.4 65.4 65.0 
Fidelity Mut. 54.9 57.7 58.7 59.9 57.2 
Franklin 55.3 51.7 50.6 58.4 61.2 
CO cccccce ans as <~e oe ae 
Gr. Northern. 30.8 34.3 46.1 66.2 53.6 
Gr. Southern. 48.6 48.8 46.5 55.6 55.8 
Great-West .. ... cee oer soe ee 
Guaranty ..cc ces a he <as sae aoe 
Guard., N. Y. 53.0 49.7 47.9 48.4 5 

Home, N. Y.. 58.8 54.6 54.8 52.8 63 

tHome, Pa.... 61.5 73.2 70.9 64.4 58 

BEOUOED wcccce 45.8 45.3 49.0 48.3 55 

Indianapolis . 40.5 38.5 38.6 53.2 39 

Inter-Southn.. 56.6 51.8 55.6 63.2 64 

Jeffer. Stand. 46.2 46.6 53.3 51.3 in 

*J. Hancock... 54.3 58.4 57.0 59.0 63 


Judea Life... ... 02 ane os maa 


> 
iat 1D 00 2D et bet oe DOD’ to 90 20 - 
















Kansas City.. 40.9 40.7 44.0 47.1 51 

Lamar ....... 46.2 51.9 62.7 42.4 44 

tLife & Cas.. 53.4 54.3 51.5 60.0 66 

tLife of Va.. 59.4 67.2 65.9 68.9 67 

Lincoln Natl.. 47.6 52.0 58.7 53.4 60 

Manhattan .. 62.8 78.7 78.0 70.3 70.5 
Manuf'turers.. 47.1 46.8 54.0 59.3 60.1 
ON eee Ke a cs. Va 
Mass. Mutual. 47.6 50.7 47.7 49.5 50.9 
Mass. Protec... ... - re cae See 
*Metropolitan,. 51.9 53.8 55.6 64.1 
Midland, Mo.. 39.6 53.1 53.6 46.9 
Midland M., O. 42.9 25.9 9.5 40.2 
Midland Nat.. 21.8 60.1 40.5 34.3 
Midwest baw’ ens awe i 40.6 
Minn. Mut.... 52.4 50.9 40.1 63.7 
Mo. State.... 54.8 58.6 58.9 70.2 
Monarch ..... .«-. ala ale +. 23.8 
Montana ..... 35.0 38.8 55.4 33.0 38.7 
Mut. Benefit.. 48.6 53.4 50.2 9.1 55.4 
+Mutual, Md.. 55.3 48.3 41.8 9.7 60.8 
Mutual, N. Y. 52.8 51.4 54.5 9 60.0 
Mutual Trust 49.2 46.4 43.9 h.1 647.8 
Natl. Guard... 38.3 41.1 3 0 45.9 
tNat. L. & A. 63.6 69.8 1 5.3 70.7 
National, Vt.. 49.9 51.9 3.4 1 50.9 
National, Ill.. 52.1 56.0 56.7 9.1 60.9 





National, Ia.. ... an eae ied 84.1 
N. Eng. Mut... 45 g 
New ‘World... 43. 








= = 1 ae Oo 


New York.... 53. 57 57.7 
No. Amer., Ill. 40.2 45 47.2 
Northn. States 43.9 40 58.7 
Northn.,Wash. 34. 0 45 33.9 
i. > cence Gee 56 56 


N. W. Nat.... 40. 


= he he 


Occid'tal, Cal. 39. 54 § 
Ohio Natl.... 39. 0 54 53 


ae 
. . . @s . . 
00 St ae 1 G0 & 


Ohio State... 36. 
Old Line, Wis. 35. 
Oregon Mut.. 42. 
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Pacific Mut... 44. 6 
Pan Amer.... 53. 57.4 52.0 
Penn Mut.... 53. 57.7 58.3 65.4 
Peoples, Ind.. 42. 55.2 58.9 57.7 
Peoria, TIL... 35. 44.0 59.0 50.0 
PhiJadelphia.. 6: 84.1 93.3 74.6 
Phoenix Mut. 49. 48.8 6 61.8 56.4 
Farrer 34 52.9 4 447.5 56.0 
Protect., Ala e aa s 73.3 66.4 
Prov. Mut... 43.2 49.2 q 47.0 54.1 
*Prudential 50.6 52.7 i. 59.0 61.8 
Puritan — —o as as 47.3 
Register .... 37.7 33.7 39.9 34.9 47.7 
Reliance ..... 49.7 55.4 51.9 44.9 45.2 
Reserve Loan 48.4 40.9 51.3 63.2 59.6 
Royal Union. 49.5 48.7 41.6 50.4 

St. Louis Mut. 64.5 62.8 35.5 41.4 
Scranton .... 51.0 54.2 58.0 51.6 : 
Security, Ill... 38.5 51.9 60.3 46.8 64.3 


Singleton and Ward Made 
Cleveland General Agen 


Wilfred Singleton and Clarency 
Ward have been appointed gene 
agents at Cleveland for the Un; 
States Life. Mr. Ward was former 
an agency director of the New Yy, 
Life in Cleveland and as a personal p, 
ducer has averaged more than hal 
million for many years. He has 
recognized as a_ successful age 
builder. 


Former Head of Baking Co, 


Mr. Singleton was for 30 years pr 
dent of the Star Baking Compa 
building up that business from a py 
cart to one of the largest retail bak 
ies. Years ago he hired Mr. Ward 
drive a bread route and later saw 
develop into one of the best kn 
salesmen in northern Ohio. Mr. Sing 
ton is financially interested in sever 
Cleveland banks and is a director 
many companies. 

They will have associated with t 
Charles H. Giles. As a_ law-train 
man Mr. Giles wi.l equip the Single 
& Ward agency to specialize in insy 
ance trusts, inheritance tax insurar 
etc. Several full-time agents ar 
ready under contract. 


Offices in Terminal Tower 


Offices are being temporarily ope 
in the Terminal Tower until complet 
of the new Midland Bank building 
when the agency will be located ont 
12th floor. 

The appointment of Singleton 
Ward is part of the United States Life 
forward development, fo‘lowng the 2 
pontment some time ago of Clinton 
Criswell as supervisor of agencies. 





Conference on Traning 


H. C. Booker, educational director 
the Kansas City agency of the Equita 
of New York and assistant to the ma 
ager, leaves the latter part of next we 
to attend a conference on the training 
new men to be held in New York Apr 
7. Agency directors of several of t! 
larger agencies will attend. 

Mr. Booker will stop off at Cincinnat 
to hear A. M. Embry speak at the tw 
day agency conference being held |! 
Manager Henry J. Powell April 45 
This meeting will be attended by W 
W. Klingman, vice president of t 
Equitable, and Superintendent of Age: 
cies Roy Hale of the home office 


National Savings to Move 
The National Savings Life will mov 
its home offices from the Midland build- 
ing to the second floor of the Barcla 
building, Kansas City, Mo., on May 





State Managers’ Meetings 


The Kansas City Life will hold a dis 
trict state managers’ educational conter 
ence in Oklahoma City April 3-5. The 
first three days of the week fo lowing 
similar meeting will be held in Ciner 
nati, while the last three days of t 


the home office. 











tIncludes Industrial. *Ordinars 
. 





same week there will be a meeting #! 


Name 1925 1926 1927 1928 19- 
Sec. Mu., N. Y. 60.8 72.2 70.4 64.1 62) 
Sentinel ..... aS ae ae ae =6 
Shenandoah . 40.2 59.8 73.8 65 a 
Southeastern... ... . +s 4 
Southn. States 46.5 53.9 72 a8 
Southland $8.7 35.4 49 o- 
Southwtrn. .. 42.7 42.1 4¢ 4 
Springfield 75.0 83.3 79 Se 
State, Ind..... 53.0 44.9 53.8 af 
State M., Mass. 47.6 43.2 53 : 
Sun, Canada. 50.3 51.4 5 oe 
> eee 39.5 37.6 4 44 
Travelers -. 50.4 55.0 60 bo 
Union Centl.. 52.9 49.6 5 o! 
Union Labor... ... , 33 
Union Mut.... 69.1 71.0 ¢ ‘= 
Unit. L. & A. 38.6 60.9 45.0 » 

United States. 88.6 66.1 | an 
Victory, Kan... 36.1 85.3 24 . 
Vol'teer State 59.4 63.4 49.9 ° 

W. Coast, Cal. 49.6 53.8 48.6 4 

*Westn. & So. 66.8 68.5 6 i- 
Westn. States 37.7 62.5 48.3 48 
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The operations of Detroit Life 
Insurance Company are being 
conservatively extended to cover 
the entire country. We are al- 
ways glad to hear from an Agent 
who will welcome the opportu- 
nity to represent a well managed 


and thoroughly progressive life 
company backed by the $45,000,000 
resources of the Insurance Se- 
curities Group. 


Derroir Lire Insurance Company 








In the city 
of Motors 


MAKE THIS YOUR 





HEADQUARTERS 





OU will go to Detroit some day and marvel 

at the mystery of motors. Diversification of 

Detroit industries has made this City the third 
ranking industrial center of the United States. Her 
site and traditions are a heritage. from the hardy ex- 
plorers of the Seventeenth Century. Her greatness 
of today is a tribute to the industrial era of the 
Twentieth. 


Detroit Life Insurance Company treasures this 
birthright. Part of this growth has been ours. We 
have kept faith with the tempo of the times. 


Detroit Life Insurance Company is a growing 
factor in insurance circles. When you go to Detroit 
we should like you to remember this. It makes no 
difference who you are, or what company you repre- 
sent. Our business is insurance, and we are inter- 
ested in that great body of men who have made it 
their life work. 

Our office is at your disposal. Make our Head- 


quarters your Headquarters. The address is Park 
Avenue at Columbia Street. 


A Division of Insurance Securities Company, Inc. 


New York Indemnity Company 


Union Indemnity Company 
Union Title Guarantee Company, Inc. 
Bankers & Merchants Fire Insurance Company 


EXECUTIVE OFFICES: UNION 





INDEMNITY BUILDING, NEW 


Iowa Fire Insurance Company 


La Salle Fire Insurance Company 





ORLEANS 100 MAIDEN 











Union Title and Trust Company, W. B. P. 


LANE, NEW YORK 
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— to Augusta, Ga., arriving Tuesday morn- | visor; Burt Monroe, assistant to vice. 
ing of this week, for a four days’ educa- | president. 


- LIFE COMPANY CONVENTIONS 
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GENERAL AGENTS TO MEET 
Northwestern Mutual Life to Hold 
Three Zone Conferences During 
April and May 





General agents of the Northwestern 
Mutual Life of Milwaukee will meet in 
three zone conferepces sponsored by its 
general agents association during the 
latter part of April and in May. 

The conference for general agents in 
Zone 1 will be held at Asheville, N. C. 
on April 24-26, with A. L. Baldwin, 
Washington, D. C., as chairman, Gen- 
eral agents in Zone 2 will hold their 


conference in Chicago on April 30 and 
May 1-2. Ray O. Becker of Peoria, 


Ill. is chairman. The Zone 3 conference 
will be at Colorado Springs May 7-9, 
with Sam C. Pearson, Kansas City, as 
chairman. 

The Northwestern Mutual’s five year 
program will be discussed by Ralph 
M. Hamburger, president of the general 
agents association and a review of what 
has been accomplished in the zone will 
then be given by the vice-president or 
zone chairman of each particular group. 
Charles H. Parsons, superintendent of 
agencies, is scheduled to appear on the 
first day of each of the zone conference 
programs. 

Cleary on Second Day 


M. J. Cleary, vice-president of the 
Northwestern Mutual, is scheduled to ap- 
pear on the second day of the zone con- 
ferences, discussing the general agent 
as an executive. This subject will also 
be taken up by one of the general 
agents. 

Dr. S. S. Huebner of the University 
of Pennsylvania will conduct the entire 
third day of the conference. He will 
speak on building for the future as a 





general agent, discussing forthcoming 
tendencies in life insurance. He will 
also treat the training of agents, dis- 
cussing the concept of the underwri- 
ter’s profession and the matter of study. 





BERKSHIRE AGENTS MEETING 





President Rhodes and Large Delegation 
of General Agents to Speak at 
Des Moines 





The Berkshire Life will hold a mid- 
west conference in Des Moines April 
4-5. More than 75 agents will attend 
from general agencies at Chicago, Min- 
neapolis, St. Paul, Kansas City, Des 
Moines and St. Louis. Home office offi- 
cials on the program are President 
Frederic H. Rhodes, Robert H. Daven- 
port, secretary; Walter T. Batchelder, 
director of education, and Paul W. 
Rhodes, general agent at the home office. 

The party will leave Chicago on a 
special car April 3. Speakers will be 
home office officials and Leon A. Triggs, 
the company’s Chicago general agent, 
who also has jurisdiction over Minne- 
apolis and St. Paul; Thomas Opie, Kan- 
sas City general agent; Joseph T. Peter- 
son, general agent at Des Moines, and 
C. Corwith Wagner, general agent at 
St. Louis. Outside speakers will be Dr. 
T. C. Denny, president Central Life of 
Iowa, and Walter Arant, manager of a 
group of shoe stores and a sales expert, 
who will talk on “How to Get to the 
Top by Going to the Bottom.” 


CANADA LIFE’S BIG AGENTS 
IN EDUCATIONAL GATHERING 





The Canada Life Quarter Million Dol- 
lar Club, 150 strong, journeyed down 
from Canada and United States points 





tional convention. The party was headed 
by President Leighton McCarthy and 
General Manager A. N. Mitchell with 
A. Gordon Ramsay and L. R. Young, 
assistant managers, R. G. McDonald, 
superintendent, and H. N. Watt, assist- 
ant superintendent, from the home office. 
On the educational program are Messrs. 
Borden and Busse from the insurance 
school of New York University, with a 
number of the home office staff and 
field men. 





Two Conventions for Montreal 


General agents of the Travelers In- 
surance Company, numbering about 75, 


will meet in Montreal May 29. Phila- 
delphia Life will hold a convention 
there Aug. 18-22, at which an attend- 


ance of 100 is expected. 





Federal Reserve 
The Federal Reserve will ho!d a two- 
day sales conference in Indianapolis 
April 1-2, with a banquet Tuesday night. 





Midwest Life Sets Convention Date 


President Putney of the Midwest Life 
of Nebraska announces that the annual 
agency convention will be held in Lin- 
coln the week of May 4. 





Commonwealth Holds Regional Meeting 


About 40 agents of the Commonwealth 
Life from Alabama, Mississippi, Florida, 
Georgia, Tennessee and Arkansas gath- 
ered in Montgomery, Ala., last week for 
a one-day regional meeting. Homer L. 
Johns, new Montgomery general agent, 
presided. 

At the banquet Commissioner George 
H. Thigpen spoke on “The Tragedy of 
the Undeveloped.” 

The following were present from the 
home office: I. Smith Homans, vice- 
president and actuary; G. Roach, 
vice-president; Monroe Smith, agency 
manager; M. G. Lasley, agency super- 





Webster Associate Actuary 


Andrew C. Webster has been ad. 
vanced from assistant actuary to asso. 
ciate actuary for the United States Life 
Mr. Webster is a fellow of the Fac ult 
of Actuaries in Scotland and an ass 
ciate of the Actuarial Society 
America. 


Watt With Washington Fidelity Nationa] 


Paul W. Watt, former superintenden 
of the group division of the Aetna Life. 
goes to Washington Fidelity National in 
the capacity of manager of the group 
division. 

Mr. Watt, after graduating from 
Amherst in 1923, joined the group diyi- 
sion of the Aetna Life. He attended 
the group insurance training school at 
the home office, after which he was as- 
signed to Milwaukee to assist manager 
of group department there in developing 
group insurance lines in Wisconsin and 
northern Michigan. 

In 1924 Mr, Watt was given charge 
of —— of group business in lowa, 
In 1927 he was promoted to superin- 
tendent of the group division at the 
home office. 


Henne Made Director 


Edwin W. Henne, secretary and ac- 
tuary, has been elected a member of the 
board of the Farmers & Traders Life. 


Korfmann Leaves Detroit Life 


Paul Korfmann has returned to New 
York after resigning as executive vice- 
president and comptroller of the Detroit 
Life. Mr. Korfmann is credited with 
having modernized the accounting and 
administrative department of the Detroit 
Life, having joined that company- when 
it was acquired by the Insurance Se 
curities Company. He had _ formerly 
been vice-president of Joseph Froggett 
& Co., New York actuaries. 











SOOO OOOO OOOO OOOO OOO OUT TUU TUTTO UU OU CUO UU OSU UU UO UU UU UU OUD UU 





‘EERE R ERE EEE EEE EEE ELEC EEE EEE EEE EEE EEL EEE EEE eee eee eee ee 


STRENGTH— 
Great structures are built on foundations of EXCEPTIONAL STRENGTH. 
The New World Life Insurance Company exhibits a financial statement that 


INSURES unlimited growth. 


STATEMENT OF CONDITION 
December 31, 1929 


ASSETS (ADMITTED) 





Mortgage Loans. .......-.p.-c-cccrcscersececesesererseecenssesesees $3,985,898.89 
ON oe eee 679,890.91 
Bonds, Warrants and U. S. Securities................ 1,816,021.78 
Policy Loans and Premium Notes................-.---. 1,626,483.06 
Real Estate Sold Under Contract...................... 731,776.56 
Interest Due and Accrued..................-:ecsscceesnseees 176,064.86 
Uncollected and Deferred Premium.e................ 283,057.52 
Cash in Office and in Banks on Interest............ 139,222.56 
Cetner AGemitted AGaGt <ncnengecceeccsccemscesesesecosssces 19,213.46 

$9,457,629.60 


LIABILITIES 
SEAT RS TTS SS $7 305,104.70 
Held for Death Claims Unpaid................-.2.4-.... 35,831.25 
Be IIE FIO piteciercicninistnsernenntniensmenasitanne 155,435.62 
SURPLUS TO POLICYHOLDERG.............. $1,961,258.03 
$9,457,629.60 


LIBERAL AGENCY CONTRACTS. NEW AND EXCLUSIVE SALES PLANS. 


NON-FORFEITABLE RENEWALS 


If you would like to build an agency of your own in Illinois, write to 
JOHN W. CADIGAN, Vice-President and Superintendent of Agencies 


NEW WORLD LIFE INSURANCE COMPANY 
FIFTY MILLIONS NOW IN FORCE 
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SPOKANE, 





WASHINGTON 
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Yenter Finds Iowa Farm Loans Good 











A survey conducted by Commissioner 
Ray Yenter of Iowa on farm mortgage 
investments of carriers in that state 
discloses, he says, that whatever de- 
pression may have hit the mid-west in 
the past, the fundamental value of Iowa 
farm land has not diminished and noth- 
ing has lessened the safety of farm land 
paper. 

He announces that more than $30,- 
000,000 was invested.in Iowa farm mort- 
gages last year by the 15 companies 
solicited for information, only two of 
which were Iowa companies, and that 
the amount of renewals was approxi- 
mately the same figure. Iowa farmers 
paid about $30,000,000 on the principal 
of outstanding mortgages. Mr. Yenter 
did not attempt to ascertain the totals 
of insurance money invested in farm 





mortgages in Iowa, but only the extent 
of 1929 operations. 

One lowa company volunteered the 
information that it had $51,682,686 in- 
vested in Iowa farms at the end of the 
year, more than $4,000,000 of which was 
placed in 1929 and $3,000,000 of which 
represented renewed mortgages. An- 
other company reported $71,719,720, in- 
vestment and renewals last year total- 
ling more than $15,000,000. 

This company was forced to take over 
only 36 farms in the period of farm 
depression. Only one of the 15 com- 
panies, a small one, reported no new 
farm mortgages last year. The 15 com- 
panies reported new Iowa farm invest- 
ments last year of more than $31,807,- 
000, renewals over $30,000,350 and more 
than $38,195,000 payments on principal. 














Keeps Touch With Former 
Activities; Finds It Pays 











Thomas E. Burns of the G. F. Loft- 
house agency of the Lincoln National 
Life in Detroit has demonstrated that 
previous connections can be made to pay 
big returns in the life insurance business. 

Before entering life insurance, Mr. 
Burns was in the wholesale tobacco in- 
dustry. Although he has left that field, 
he still keeps in touch with his previous 
business acquaintances by acting as 
trade news correspondent for the “To- 
bacco Leaf,” an official organ of that 
business, covering the news and activi- 
ties of his former working associates in 
and around Detroit. ' 

This work has netted him a good bit 
of business, much good will, and valu- 
able connections without number. 





R. Y. Rowe’s Work Widened 


R. Y. Rowe, secretary and superin- 
tendent of agencies for the American 
Bankers, has assumed full charge of the 
ordinary department. He is directing the 
development of a drive for new business 
throughout the country. 

Vice-President Hoffman will assist 
Mr. Rowe and at the same time con- 
tinue his direction of the farm depart- 
ment. Vice-President Welch will devote 
all of his time to the industrial and 
monthly premium department. 





Lives 61 Years After He 
Was Refused Insurance 





Hiram D. Wood, policyholder 
No. 1010 of the National Life of 
Vermont, who for some time has 
had the distinction of being the 
oldest living policyholder of that 
company and who died recently in 
Minnesota, justified the life in- 
surance actuarial theory by living 
until age 96. This of course is the 
nethermost limit of life according 
to the actuaries, beyond which cal- 
culations do not attempt to go and 
at which time a whole life policy 
matures for cash. 

Mr. Wood confused actuaries 
and medical departments still fur- 
ther by living 61 years after the 
National Life and other companies 
refused to issue additional insur- 
ance because he was “not a safe 
risk.” He moved from Vermont 
to Minneapolis in 1868 on account 
of ill health, He was 3 years old 
when Queen Victoria ascended to 
the throne of Great Britain. He 
was born in 1834, when Andrew 
Jackson was serving his second 
term as president and Marquis 
Lafayette died. 























Funeral Benefit Payments 
Put Company in Life Class 





The attorney general of Illinois has 
given an opinion in connection with the 
application of the National Accident & 
Health of Philadelphia for a license in 
the state. It is authorized to write 
life, accident and health and also its 
charter permits it to issue policies in- 
cluding funeral benefits not to exceed 
$100 in connection with health and acci- 
dent insurance. Its capital is $150,000. 
It desires to write only accident and 
health in Illinois. ; 

The attorney general calls attention 
to the fact that he held May 1, 1922, 
that it would be ultra vires for a mu- 
tual company of this kind to write life 
insurance. The act was amended later 
to allow such companies to pay funeral 
benefits not exceeding $160. The at- 
torney general states that the legisla- 
ture in amending the act allowing fu- 
neral benefits pavable by mutual cas- 
ualty companies did not make a similar 
provision for stock companies. In view 
of this the attorney general states that 
the National cannot pe licensed in IIli- 
nois to do accident and health unless it 
has a capital of $200,000 so that it can 
write life insurance also. 


Sun Life, Baltimore 


February was known as “managers 
month” with the Sun Life of Baltimore, 
the idea being to test the loyalty of 
the men for their managers. The Cleve- 
land district broke all previous produc- 
tion records. Production for the month 
showed a 20 percent increase over the 
same month last year, and so success- 
ful was the drive that the company has 
decided to designate February of each 
year as managers’ month. 


Judea Life to Increase Capital 


To enable the Judea Liie of New York 
to extend operations, a new offering of 
stock will probably be made within a 
short time. 





Life Trust Development Is 
Marvelous, Dunham States 


The fact that life insurance trusts 
have increased 71 percent in the last year 
overshadows the recent announcement 
that the first $100,000,000,000 of life in- 
surance had been exceeded, and fires the 
imagination, Commissioner Howard P. 
Dunham of Connecticut stated at the 
New England sales congress of the Bos- 
ton Life Underwriters Association. 

“It should inspire every man who car- 
ries a manual,” he said. “It opens up 
new vistas for the man in the field. It 
shows him new avenues of service. With 
such development in life insurance we 
need never consider the saturation 
point. Considering that this is a rela- 
tively new development in life insurance, 
it is truly amazing. 

Task for Insurance Men 


“The creation of life insurance trusts 
requires the services of insurance agents, 
as it does of lawyers and bankers, all 
working together for the good of -their 
joint plan. To be equal to this task the 
insurance agent must study and prepare, 
prepare and study. He cannot content 
himself with mere crumbs of informa- 
tion on the subject; he must steep him- 
self in it. 

“The gospel of preparedness needs to 
be preached in these piping times of 
peace to the insurance men of the coun- 
try. It is not a call to arms, but a 
call to prepare themselves for the prog- 
ress which the business of insurance is 
making. The insurance business is not 
static; it is undergoing vast changes— 
changes which are so far-reaching as to 
constitute a challenge to our minds and 
imaginations.” 


Canadian Liquidation Bill Strict 


Strict provisions affecting liquidation 
of Canadian insurance companies are 
contained in an amendment to insurance 
law filed in the house of commons. 
Companies upon ceasing to operate in 
Canada will be required to give writ- 
ten notice to the minister and to reinsure 
all outstanding risks in some carrier 
authorized there, or obtain surrender of 
policies. Securities of companies could 
not be delivered to them until all out- 
standing risks were reinsured to the 
minister’s satisfaction. A list of all 
Canadian policyholders who had not 
been reinsured or had not surrendered 
their policies would be required by the 
minister. This would be announced by 
publication of a notice asking for the 
release of securities, in order to give 
policyholders opportunity to file objec- 
tions and to ask for hearing. The min- 
ister could hold sufficient securities to 
cover all risks not reinsured. 


Belson Succeeds Babcock 


Walter W. Belson, field secretary of 
the Insurance Federation of America, 
has become editor of the “Insurance 
Federation News,” the organization’s 
official publication, following the death 
of Harlan E. Babcock. Mr. Belson 
formerly was executive head of the 
Wisconsin federation. 














Ahead | 








> P. GREENWOOD 


E. P. Greenwood, president of the 
Great Southern Life of Houston, is be- 
coming one of the most important life 
insurance executives in the south. His 
recent acquirement of the Southern 
Union Life of Fort Worth, merging it 
with the Great Southern Life, means the 
addition of $60,000,000 of business and 
about $7,000,000 in assets to the Great 
Southern. At the close of the year the 
Great Southern Life had about $225,- 
000,000 business in force and $30,000,000 
assets. The Great Southern recently 
took over the American Southern Life 
of St. Charles, La., with nearly $1,000,- 
000 of assets. The Great Southern has 
been universally successful oe Mr. 
an 


Greenwood’s aggressive strong 
management. He is regarded as very 
resourceful. 


The Great Southern Life operates in 
nine states and has a policyholders’ sur- 
plus amounting to more than $4,000,000. 
With the combined agency forces the 
Great Southern Life expects to write 
more than $60,000,000 each year. Its 
own agency force is writing more than 
$45,000.000. The company has had a 
stable growth. A number of the leading 
business men at Fort Worth, who were 
connected with the Southern Union Life, 
will retain their interest in the company 
through the Great Southern. 








Golden Seal Deal Effective 


More than 75 percent of certificate 
holders of the Golden Seal Assurance of 
Roxbury, N. Y., having consented to ac- 
cept in substitution policies of the Met- 
ropolitan Life, in accord with the con- 
tract arranged by Superintendent Albert 
Conway, the deal now becomes effective. 
Affairs of the Golden Seal are being 
liqudated by the department. 

















FIGURES FROM DECEMBER 31, 1929, STATEMENTS 


LIFE COMPANIES _____._____ - 





Gain Prem. Total Benefits Total 
Total New Bus, Ins. in Force in Ins. Income Income Paid Disburse. 

Assets — Surplus 1929 Dec. 31,1929 In Force 1929 1929 1929 1929 

$ $ $ 

Afro-American, Fla. ..... 631,795 150,000 97,900 7,193,736 9,808,489 i a77149 304,258 347,422 740,384 
American L. & A., Ky.... 372,345 105,000 28.238 17,925,025 16,349,003 75,684 1,150,320 1,164,887 400,079 1,112,691 
Build. & Lin Life, W. Va. 159,451 100,000 4.467 100.149 100,149 100,149 piss 10,427 pelnene tS 5,960 
Continental, Va. ......... 1,803,975 100,000 5,942 29,946,882 35.440 332 4,382,451 1,603,458 1,689.265 535.796 1,428,472 
SG. MR. cnevecsscccs 245,161 100 000 23,185 19,782,500 19,535,500 19,535,500 392,079 422,160 15,000 314,927 
Cosmopolitan, Ill. ........ 240,979 100,000 75,782 7,036,370 7,013,871 6,913,871 92,405 106,319 ra 41,445 
i (i) ccveconnmen 598.658 115,000 53,921 2,081,231 6,754,872 471,567 169,500 201,626 30,019 136,337 
RL SER dheianmtcwcirsine 2,930,441 100,000 27,286 7,491,279 13,961 275 eee 986,218 1,129,896 838,899 809,510 
Inter-Southern, Ky........ 20,203,839 1,250,000 500,000 34,442,555 158,459,462 2,115,301 4,169,099 65,619 144 2,418,949 4,755,170 
Ky. Central L. & A....... 1,583,611 400,000 += -281,400 19,208,825 19,009,272 1,027052 (694,158 879,036 245.834 685,937 
i M,, aceewachaatien 32,078 25,000 20,375 50,868 520,299 50,868 56,796 61,189 26,902 60,850 
Pheemiz Mut. ...ccccceses 138,747,186 =... ..0 05 8,144,290 80,740,116 584,054,483 39,263,664 21,926,699 32,981,470 13,845,333 20,739,371 
Sentinel, Mo. ......+e.se. 1,350 249 375,000 377,783 4,205,615 11,910,951 1,903,556 242,725 1,405,397 | «21,774 976,085 
Shenandoah, Va. ......... 5,437,406 500,000 600,647 25 308,226 86,205,300 13,931,300 1,640,182 1,939,161 720,434 © 1,342,041 
Twentieth Cent. ......... 454,713 350,000 35,051 2,017,619 3,999,168 weaned 78,461 702,027 9,482 98,128 
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of Houston. Texas. 


Announcing... 


the Consolidation of the Southern Union Life Insurance Company 
of Fort Worth With the Great Southern Life Insurance Company 


The Officers and Directors of these two, companies in making this an- 


nouncement call attention to these outstanding facts: 


1.—The Great Southern Life Insurance Company will 
absorb the Southern Union Life Insurance Com- 


pany. 


2.—The merged companies will be known as the Great 
Southern Life Insurance Company, with E. P. Green- 


wood as president. 


3.—Double protection for every policyholder. 


4.—Larger and more extensive service. 
5.—Policyholders in nine States. 
6.—$295,000,000 of business in force. 


| 7.—Nearly $38,000,000 of assets. 
...-Making the consolidated company an outstand- 


In keeping with the spirit and trend of the times to- 
ward the building of larger and more serviceable in- 
stitutions, the Great Southern Life Insurance Company 
has acquired the business in force and the assets of the 
Southern Union Life Insurance Company. 


It is announced by officers of the company that while 
the Great Southern in its own name will hereafter 
operate and handle all business, an extensive office will 
be maintained in Fort Worth for the collection of re- 
newal premiums, the writing of new business and the 
making of investments. 


The last available annual statement shows the South- 
ern Union to have had in force in excess of sixty 
millions of life insurance, with approximately ‘six and 
one-half millions of assets. The Great Southern had 
in force, on December 3]st, more than two hundred 
twenty-four millions of business and approximately 
thirty millions of assets. In February, the Great South- 
ern acquired the business and assets of the American 


ing one in the South. 


Séuthern Life Insurance Company of Lake Charles, 
Louisiana, which had nine millions of business and 
slightly less than nine hundred thousand of assets, giving 
the Great Southern therefore at this time, including the 
business and assets of all the companies combined, in 
round numbers, two hundred and ninety-five millions 
of business and thirty-eight millions of assets. 


The Great Southern does business in nine States: 
Texas, Oklahoma, Missouri, Kansas, New Mexico, 
Arkansas, Mississippi, Tennessee and Louisiana. The 
Southern Union has heretofore operated only in Texas 


and Oklahoma. 


Every policy-contract of the Southern Union is 
underwritten and guaranteed by all the combined assets 
of the Great Southern and the Southern Union, thereby 
giving double protection and assurance to every policy- 
holder and providing that larger and more extensive 
service which can and will be rendered by the enlarge- 
ment of the Company’s facilities. 


= 


We invite inquiries from capable, honest, energetic men 
and women desiring to represent us. We offer a splendid 
line of policies, a contract direct with the Home Office, 
with attractive first year renewal commissions. 


Great Southern Life Insurance Company 


E. P. GREENWOOD, President 


























THE NATIONAL 


UNDERWRITER 


March 28, 1939 




















NEWS OF THE COMPANIES | 











EE 








OPERATIONS ARE EXPANDED 





Our Home Life of Washington, D. C., 
Is Strengthening Its Organization 
in Its Field 





A. S. Maddox, general manager of 
Our Home Life of Washington, D. C., 
is extending its- operations materially 
in the field in which it is operating. The 
company is licensed in the District of 
Columbia, Florida, Kentucky, Maryland 
and Virginia. The president is Clifford 
R. Allen, who is head ot the National 
Realty & Securities Co., which is the 
holding company for Our Home Life 
stock. Mr. Maddox has had a wide 
insurance experience.. He was formerly 
in charge of eastern agencies for the 
International Life with headquarters at 


Washington. He also served as su- 
perintendent of agents for the Mer- 
chants Life of Des Moines. 


The United Fidelity Life of Dallas has 
been licensed in Oklahoma. It is also 
doing business in Texas, California, / 
kansas and Alabama. 





STATE LIFE EXTENDING LINES 





Chicago Company Expects to Have 
$25,000,000 in Force by the End 
of Year 





Hugh Miller has been elected vice- 
president of the State Life of Illinois, 
succeeding John MacArthur. Dr. Haldor 
Carlsen has been elected medical direc- 
tor. Mr. Miller was formerly vice-presi- 
dent of S. W. Straus & Co., the Chicago 
investment house. He will give all his 
time to the company and will be in the 


production end. Mr. Miller was for- 
merly .connected with some banks in 
Iowa. He becomes a director. E. B. 


Mason has been appointed agency direc- 
tor. He has been in the selling end in 
other lines of business. 


Announce Illinois Allotments 


President Wilbur Wynant tendered 
the agents and a number of directors a 
luncheon Saturday. He announced that 
the company expected to have in force 
at the end of this year $25,000,000. That 





amount is allotted to Illinois in the way 
of participating contracts, each county 
being given a proportionate share. Chi- 
cago and Cook county receive $7,500,- 
000. When this amount will have been 
written, the participating contracts will 
be withdrawn and only non-participating 
policies will be written. 


New Offices Established 


The State Life has now 75 agents 
working. The company is now organ- 
izing the state, having established offices 
at Decatur, Bloomington, Freeport, 
Rockford, Aurora and Elgin. President 
Wynant stated that when the partici- 
pating contract is withdrawn, the non- 
participating policies wil] have unusually 
low rates. Actuary L. A. Glover, in tell- 
ing about the progress of the Country 
Life of Chicago, which sold a similar 
participating policy, said that in two 
months it wrote $13,000,000 on this plan 
and then withdrew it. At the end of the 
year it had $20,000,000 in force. Not- 
withstanding the new business that it 
wrote, it increased its surplus $5,000. It 
paid 5 percent dividends to stockholders 
and at the end of February this year it 
had increased its surplus $130,000. Mr. 
Glover stated that this participating plan 
under the special clause whereby the 
policyholders, participate in the profit is 
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GRASSHOPPER has plenty of action, but who 
wants to go through life aimlessly jumping around 
Nothing is gained, but an -un- 
limited amount of vitality and energy is used that 
with propef supervision could be successfully ap- 


like a grasshopper? 


plied. 


Action without purpose or direction accomplishes 
little. Some men use grasshopper methods in their 
daily work. They have action but no set plans, no 
purpose, and do things in a hit or miss fashion. 
These men rarely get ahead. 


proof of this. 


“Commonwealth Cordial 


of the home office. 


“Commonwealth Cordial Cooperation”—cooperation that is 
given freely and unstintingly enables agents to find oppor- 
tunity and prosperity in this company. 


Throw away grasshopper methods and adopt the “Com- 
Cooperation” 


monwealth Cordial 


success, 


I. Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE CO. 


LOUISVILLE 


Grasshopper methods are not used by agents of 
the Commonwealth Life in their daily work. “Com- 
monwealth Cordial Cooperation” gives agents a 
definite working plan which does produce results. 
The success of Commonwealth agents is abundant 


Cooperation” is 
“ ” 

catchy” slogan, but a real and useful part of an unusual 
service given agents of this company—a service that will 
enable Commonwealth field men to reach the age of re- 
tirement with a comfortable income from renewal com- 
missions built by their own efforts and the constant help 


not a mere 


plan which leads to 


KENTUCKY 























intended to put the company on the 


- map 
and get boosters behind it. 





NEW WORLD LIFE SHOWS 
FINE FINANCIAL PROGRESS 





The New World Lifesf Spokane jn 
its annual statement shows assets $9,- 
457,630 and policyholders’ surplus $1,- 
961,258. The company now has $50,000,- 
000 insurance in force. The company’s 
assets are particularly high grade, the 
investments being of the conservative 
type. The New World has gained mo- 
mentum as the years have gone by. 
President John J. Cadigan is regarded 
as one of the leading Pacific Coast offi- 
cials. 





National Defense Bought 


The National Defense Life of Wash- 
ington, D. C., has been purchased by 
Clifford R. Allen and his associates of 
the National Realty & Security Co, 
Washington, D. C. Mr. Allen is also 
president of Our Home Life of \Vash- 
ington. The two companies have their 
offices in the Our Home Life building 
on Vermont avenue. 


Home State Life 


The Home State Life of Oklahoma 
City has given notice of increase of cap- 
ital and surplus from $1,000,000 to $1,- 
706,000 and increase in listed price of 
stock from $25 to $30. Joe Morse, 
president, states that the company has 
written more than $9,000,000 of business 
in the 7% months it has been in op- 
eration. The company writes indus- 
trial and ordinary life. 


Union Labor Life 


The Union Labor Life reports for 1929 
a total income of $623,816. Payments 
to policyholders totaled $390,957 and 
assets, $778,905. 


Confederation Life 


A special meeting of the Confedera- 
tion Life is called for April 3, to ap- 
prove of an increase in capital from 
$500,600 to $1,000 000 and to remove the 
restriction preventing any shareholder 
from holding more than 500 shares. 


Occidental Life 


Formal announcement has been made 
of the purchase of the Occidental Life 
of Los Angeles by the Transamerica 
Corporation, international holding com- 
pany affiliated with the Bank of Italy. 
More than $25,000,000 in assets is rep- 
resented in the transaction, according to 
the statement released by L. M. Gian- 
nini, president of Transamerica. 

Purchase by Transamerica of the Oc- 
cidental Life is the initial entrance ot 
the holding company into life insurance. 
It is already in fire insurance through 
the Pacific National Fire and is rep- 
resented in insurance brokerage through 
the Americommercial Corporation. The 
Occidental Life has more than $150,- 
000,000 of life insurance in force and 1s 
I'censed to do business in 14 states. 
Headquarters will remain in Los An- 
geles with Robert J. Giles, as general 
manager. 





National Progressive Life 


Amos Thomas was chosen president 
of the National Progressive Life, Union 
National bank building, Omaha, in 4 
reorganization of the executive perso! 
nel last week. 

Other officers are: William Pearlman, 
and R. W. Moore, vice-presidents; 
John J. Brotherton, secretary, and J. ¥- 
Micek, treasurer. All officers are new 
except Mr. Moore. G. K. E. Klingbeil. 
who had been president, died last » onth 


Equitable’s Paid Business Given 


A tvpographical error in a recent rend 
left off the last three figures of the 1929 
paid business of the Equitable Life of 
New York. The figure should have bee" 
$1,041,690,846. 
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Joins Volunteer 











A. V. MOZINGO 


The announcement that A. V. Mo- 
zingo will join the Volunteer State Life 
| Chattanooga agency vice-presi- 
dent caused much interest throughout 
the sections where he is well known. 


as 


Mr. Mozingo, who did a large business 
1 Texas, will make a tour of the state 
fore going to Chattanooga. The Vol- 


unteer State Life through President A. 
L. Key has been looking over the field 
jor agency executive material and was 
able to attract Mr. Mozingo because of 
the opportunities offered. Since 1927 
he has been in charge of agencies of 
the Jefferson Standard Life in Cali- 
fornia, building up production in that 
state to $3,000,000 a year. 


Started at Early Age 


When Mr. Mozingo was 20 years of 
age he decided to engage in liie insur- 


ance work. He left the teaching field 
and became an agent for the Empire 
Life of Atlanta. He then went with 
the Citizens National Life working in 
Georgia, Alabama, Tennessee and Ken- 
tucky. When the Citizens National 


consolidated with the Inter-Southern 
he served for a few weeks as supervisor 
1 Tennessee for the National Life, U. 
S. A. and then became Florida general 
agent for the United States Annuity 
& Life. In 1916, when he was 25 years 
t age, he joined the Jefferson Standard 
and established its first branch office lo- 
cated at Memphis. He built up the busi- 
ness to an annual production of $5,000,- 
000 In tour years. 


Became Texas Manager 


In 1920 he moved to Dallas, becoming 


— anager and in his fourth year 
iad an annual production of $10,000,000. 
In 1925 he was transferred to the home 
Mee the Jefferson Standard, being 
given charge of agencies west of the 


Vv: - . . 
Mississippi. Commodore Key in speak- 


ing of him says he is an “earnest, con- 
scientious worker without any frills, 
makes friends readily and holds them.” 


Group Man Takes Own Life 


Robert B. Goldsberry of San Fran- 
‘isco, a nephew of Arthur S. Holman, 
manager of the San Francisco office of 
the Tra elers, committed suicide at the 
‘ome ofce of the Travelers last week. 
te Was a graduate of the University of 
aitornia last year and was in the field 
“rvice of the group department of the 
Travelers and appeared to be making 
*xcellent progress in his work. No rea- 
mM tor his action has been found. 


Pennsylvania Figures Revised , 


» In the figures of the life companies in 





Li ylvania the figures of the Aetna 
en and the National Life’ U. S. A. 
, © incorrect. The Aetna Life should 
ae new ordinary business written 
vey se521 and insurance in force $187,- 
“4,520; National Life U. S. A., new 
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business $729,214, insurance in force 


$13,705,049. 








F. S. Mack, M. L. Wigle 


Dern Gives Agents Some Points 














H. Oliver Williams, manager of the 





Detroit city agency of the Detroit Life, The Lincoln National Life has got- 
has appointed Frank S. Mack as super-| tem out in handsomely printed form 
visor. Mr. Mack is a Detroit Life vet-| the address of A. L. Dern, manager of 
eran, having been with the company since | agencies, to the field force on Pes lhe 
1919, mostly in the home office agency, | Life Insurance Man and His Job.” Mr. 
Mark L. Wigle becomes unit manager | Dern is one of the conspicuously suc- 
in the city agency. He has been in life | cessful agency leaders of the country. 
insurance sales work eight years, and | He advises life insurance men in con- 
recently joined the city agency. centrating their efforts to focus on their 

eee problems the following: 

Honor Veteran Employes * * * 
Ninety-six employes of the Bankers i. To master the material that is at | 


Life of Iowa, who have served ten con- your business. 


your command; to know 
secutive years or more, were honored| 2, To build and maintain a_ live 
last week by President Gerald Nollen, prospect file. 
who presented them with pottery vases 3. To make ten calls a day; be sure 
Heading the home office veterans was | to get at least five interviews a day. 
W. C. Ince, cashier, now completing 4. To select your prospects for your 
his 33rd year; and John Zwart, assist- | calls. - 
ant treasurer, who has passed his 3ist 5. To study your interviews; to 





year. R. W. Hatton, assistant secretary, | ascertain the reasons why you succeeded 
has served more than 29 years. as well as the reasons why you failed. 
: gh oN Et ge! 6. To prepare the way for a return 
Wrightman Heads Accounting call, but do not make return calls until 
E. C. Wrightman, newly appointed | YoU become a pest. 
assistant secretary of the Lincoln Na- - o * 
tional Life, has been given charge of 7. To remember that the primary 
its accountancy division. purpose of every interview is— 


| 
| fill 
| 


To get the application. 

To get settlement. 

To make appointment for the exam- 
ination. 

And that the 
every interview 

To get at least one new prospect and 
as many more as possible. 


secondary purpose of 


IS 


8. To endeavor to add at least five 
new prospects to your prospect file 
every day. 

Your prospect file is a reservoir; the 


calls you make drain that reservoir; the 
new prospects you add to your file re- 


the reservoir. Keep it filled with 
| the right kind of prospects. 
License Denied 
Che Mississippi department has re 
fused to relicense the Mutual Benefit 
Health & Accident of Omaha, Commis- 


sioner Ben S. Lowry objecting to its 
policy in payment of claims. It has 
over 6,000 policyholders in Mississippi. 


Jackson's “Cyclopedic Dictionary of 
Life Insurance” is a text book on life 
insurance by means of definitions of life 
insurance terms. Price, $2.5 Order 
from The National U nderwriter. 




















open! 





your 


Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, lowa 


DES MOINES, I 





ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 


Just the Territory 
You Want May 
Be Open! 


If you are not now under con- 
tract and are looking for a 
pleasant and profitable agency 
connection, write us. Just the 
territory you want 


There are many reasons why 
you will want to make a con- 
nection with our fast-stepping 
agency organization. 


Give full particulars as to 
responsibility, 
ence and ability in first letter. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


IOWA 
A. C. TUCKER, President 


be 


may 


experi- 
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Remarkable New Cootti 


DIVERSIFICATION 


In these latter days we hear a vast deal 
about diversification in all financial and invest- 
ment matters. Should you confer with leading 
bankers, investment houses, or financial coun- 
sel, probably the entire one hundred of them, 
out of the first one hundred consulted, would 
counsel you to diversify in the matter of your 
financial commitments. 


And what is the basic idea of such unani- 
mous counsel? They simply advise distribu- 
tion—distribution of possible risk incurred, 
and distribution of possible profit to be won 
from a diversified list. 


Such well-ordered distribution meets with 
universal approval among thinking men. This 
same idea is, and always has been, at the basis 
of every legitimate Life Insurance Company. 
Life Insurance is designed to make suitable 
provision for one risk that no man, alone, 
wants to carry. That one risk is death. By 
reason of its uncertainty, no individual knows 
the date of summons. If he knew, then it 
might be much more economical for him to 
carry his own risk, since he probably could do 
so much cheaper than an Insurance Company 
can. But, by reason of this uncertain factor, 
as well as the uncertain elements in business, 
he associates himself, together with thousands 
of other policyholders, in a Company, to dis- 
tribute the risk, incident to death, which at- 
taches to each of them. Some will be called 
soon, others a little later, others will live their 
life expectancy, and others will live quite a 
long time beyond such expectancy. In view 


of the facts, this large army of policyholders, 
by binding contract, distribute the risk or pos- 
sible loss over thousands of men, instead of 
having an individual risk carried by each. 
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(Letter from thef@Virgi1 


Association to t 


This is just one more aspect of the doctrine Hon. E. Lee T 
of diversification. Very many men carry the Roanoke, Virgin 
My Dear Gove 


application of the doctrine still further, by 








taking out policies in a considerable number Realizing thatfifairs is ¢ 
of Life Companies, thus associating themselves terested in incrgfing his 
with various groups of thousands of people pe taking the lifou rega 

Mutual EstateMich is 1 


each. 


A NEW THOUGHT 


The Mutual Estate Association is an appli- 
cation of a new, interesting and attractive 
type of distribution, or diversification. It’s 
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insurance within insurance. It’s a wheel tion for a $50 = F 
within a wheel. It cannot subtract from the life contract issagh gra 
os . companies. 
efficiency of the Insurance machinery, but 
may, and probably will, add materially thereto, _ Mark C. Banegtem, is 
tion to render vag to obta 


as respects financial results. Its members are, 
as in the case of all other policyholders, pro- 
tected by all of the assets of a great Insurance 
Company. This Association group, moreover, 
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tion of losses, but rather with distribution of my friends andj™ Mr. E 
gains. he will be pleagj compl 


Let us make this thought very plain by 
a simple illustration: Suppose you, individ- 
ually, should go to a reputable and responsible 
Banking House, and it told you of an invest- 
ment in an especially high grade bond or stock 
which would pay you, within two or three or 
four years, twenty times the amount you in- 
vested, or at the rate of 2000 per cent upon 
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Mr. C. W. Colgrove, Chicago, Illinois. 
Dear Sir: 

In response to your request for a statement from me pertaining to 
my insurance membership in your Clubs. My most convincing en- 
dorsement is represented by the $300,000.00 of insurance on my life and 
$100,000.00 on the life of my son, a'l of which is in the Club, serving 
the purpose of a definite program—protecting family and property in- 
terests. 

As you know, I have provided in this program for the payment of 
special improvement assessments, inheritance and other taxes, estate 
administration expense, payment of indebtednss and an assured income 
to the family. By the end of the club period, some of these items will 
be out of the way and I will then readjust my program accordingly, 
probably converting a substantial portion into endowment along line 
suggested by you, in order that I may personally enjoy an income from 
the investment. In the meantime, I am certainly receiving protection 
which cannot cost me more and may cost me considerably less than 
ordinary life insurance. The benefits already received, prove the latter 
as an actual reality. 

I can and do recommend your club plan most heartily as the most 
influential factor prompting my favorable decision to the program I 


have adopted. Respectfully 
December 28th, 1929. EARLE R. HARE. 
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System, Inc. 


your investment. The statement would im- 
press you as being incredible, and quite un- 
worthy of belief. But when that investment 
banker also adds that such performance is 
guaranteed by one of the strongest financial 
institutions in the country, with prime re- 
sources of $300,000,000 his statement would cer- 
tainly arrest attention, and you would inquire 
for further particulars. You would learn that 
should you depart this life within the next two or 
three or four years, the amount paid to your 
estate would exceed the amount paid by you 
in the proportion above recited, and that your 
estate, in consequence, would profit financially 
at the enormous percentage rate set forth by 
the banker. Applying the thought to the Mu- 
tual Estate Association, he will also explain 
to you that out of the amount of this extraor- 
dinary profit, 25 per cent thereof must be used 
as a credit for the benefit of the other asso- 
ciates in your organization who do not derive 
such great money gain, since they live beyond 
a five-year term. The banker then inquires 
whether you will be quite content with a profit 
of approximately 1500 per cent upon your 
money, instead of the full 2000 per cent. Of 
course, there could be but one answer to the 
question, as you would probably know of no 
other place in which your investment would 
in so short a time be multiplied 15 times, or 
any other amount remotely approaching such 
an enrichment. A right-thinking man would 
not, in such circumstances, regard the 25 per 
cent as a deprivation or diversion, but would 
see that, in the cooperative group, the grand 
prize (from a strictly money point of view) 
was going to be had by the estates of the men 
who died during the five-year term, rather 
than by the Associates. 


Yet, the distribution of the 25 per cent 
among the associates would help each of them 


very materially to carry on and enable them 
to insure their lives with more favorable out- 
look than can be done by any other plan or 
device. It is an attractive and winning dis- 
tribution of gain or profit among the members 
of a very high grade group who are applying 
to Life Insurance the doctrine of diversi- 
fication. 


IDEA IS SOUND 


This doctrine is at the basis of the Mutual Es- 
tate Association, which is a workable and practi- 
cal application thereof, as has already been clearly 
demonstrated. The foundation thereof consists 
of a regular Life Insurance Policy in any one of 
the great Old Line Life Companies, which covers 
the insurance risk; the Association’s mortality 
benefits are distributed through a regularly 
chartered Trust Company, of fullest responsi- 
bility. It will be perceived, therefore, that 
the Mutual Estate Association enjoys a diver- 
sification as wide as Life Insurance itself, and 
also enjoys, through its beneficent operation, 
the mortality benefit distribution among all 
survivors, which, in reality, is a distribution 
of profit, and not of losses. In what other 
security, or financial operation, can the pur- 
chaser look forward to the result with greater 
certainty and confidence? The plan is simple. 
Its understanding does not require expert 
training or counsel. Its due performance is 
absolutely assured. It is free from worry and 
anxiety. It is not subject to the violent fluc- 
tuations of commercial enterprise. The holder 
of the contract knows that he has secured 
the safest provision for his family and his 
business that is humanly possible. How 
greatly this realization adds to a man’s peace 
of mind as he goes about the discharge of his 
daily work! The peace of mind resulting there- 
from is, itself, of incalculable value. 











C. W. Colgrove System, Inc., 
110 S. Dearborn St., 
Chicago, III. 


Please send me full terms concerning the use of the “Mutual 
Estate Associations.” 


er 
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Keystone of Modern Life 


THE social critic’s most difficult chore is 
to estimate contemporary changes in in- 
stitutions. This, Insurance Commissioner 
DuNnuHAM of Connecticut undertook in his 
remarks at the New England sales con- 
gress of the Boston Lire UNbERWRITERS 
Association. He showed an imaginative 
and remarkably sound grasp of life insur- 
ance in process of growth. 

“Once,” observed Col. Dunuam, “life 
insurance salesmanship consisted merely of 
convincing a prospect that he should buy 
insurance to protect his family. Now 
there are so many ramifications of life in- 
surance that only those who constantly 
study the trends and changes are really 
prepared to sell insurance, to render the 
best service both to their clients and to 
their companies. 

“The gospel of preparedness needs to be 
preached in these piping times of peace to 
the insurance men of the country. It is 
not a call to arms, but a call to prepare 
themselves for the progress which the 
business of insurance is making. The in- 
surance business is not static; it is under- 
going vast changes—changes which are so 
far reaching as to constitute a challenge 
to our minds and imaginations.” 

Insurance today is part and a leading 


part of the genius of twentieth century 
America. Insurance has kept pace and it 
has led the way in discarding village in- 
stitutions and customs for unprecedented 
metropolitan organization. The change has 
been so rapid that primitive village prac- 
tices still persist and retard to some ex- 
tent the physical development of this 
country. 

The village conception of life insurance 
and a conception which was adequate in 
its time was a service which kept the 
widow in mashed potatoes and coal. Life 
is not so simple now. Enterprising life 
insurance men have been sympathetic with 
the changes of contemporary life and they 
have adapted and refined their service to 
meet the changes. That is admirable but 
it is not enough. Insurance must antici- 
pate the changes and must be prepared to 
meet them as they occur. Insurance is 
one of man’s greatest inventions. One 
eminent critic, a disinterested observer, has 
declared that insurance is second in impor- 
tance only to fire among human invention. 
Its origin was an anticipation of modern 
life. It must continue to anticipate. The 
perpetuation of the spirit of the origin of 
life insurance is no less romantic or use- 
ful than the origin itself. 


Standards of Business 


Rev. Jones I. Corrican, professor of 
economics at Boston College, discussed 
“Standards of Business” at the Boston 
sales congress last week. He declared 
that business would be controlled by 
political and legal forces if it did not 
control itself by adopting ethical and 
proper standards. Fair profit is to be 
assured and is eminently right, but there 
must be service rendered with it. 

The new code of business does not 
call for impossible idealism but for the 
bettering of things by business men 
themselves, and it has eight cardinal 
principles, The first great principle is 
that restrictive legislation should be 
made unnecessary by business so con- 
ducting itself as to inspire public con- 
fidence. Secondly, unfair competition 
is condemned as wasteful, despicable 


and a public wrong, in the newer atti- 
Thirdly, where there 


tude of business. 


is any difficulty among members, arbi- 
tration is suggested. Keep peace by 
peaceable methods, war is wasteful. 
Fourthly, corporate organizations do not 
absolve or alter the moral obligation of 
individuals. Fifth, industrial and com- 
mercial relations should be stabilized so 
that continuity and permanence of the 
operation of business is assured. Sixth, 
better relations with employes, more 
social responsibility should be developed. 
Eighth, profit is the reward of the busi- 
ness for service rendered, plus a reserve 
for safety. Profit is the reason for busi- 
ness an service the function of business. 

If the underwriter or any worker is 
getting something out of a corporate 
existence, it is up to the worker to give 
the service required and he need not 
be ashamed to take the profit if he was 
obeyed and followed the standards of 
business, 





PERSONAL SIDE OF BUSINESS 











President Emmet C. May of the Pe- 
oria Life has returned to his desk after 
a month’s vacation in Havana and 
southern Florida. 

Samue! K. Kellock, agency secretary 
for the Pacific National Life, died in 
Salt Lake City the past week from pneu- 
monia. Mr. Kellock joined the Pacific 
National in 1928 and was elected agency 
secretary in 1929. He was born in 
Brooklyn and was educated in law. In 
1916 he was elected manager of the 
Ohio Copper and is credited with the 
discovery of an important chemical 
process for that company. 


David F. Houston, president of the 
Mutual Life of New York, spent the 
past week-end as the guest of Richard 
Crane of Westover-on-the-James near 
Richmond. Mr. Crane served as Amer- 
ican minister to Czechoslovakia during 
the latter part of President’s Wilson's 
administration. 

Omar A. Hine, veteran life under- 
writer of Watertown, N. Y., is receiving 
congratulations on his observance of his 
91st birthday. He put in a full day at 
his office on his anniversary. 

In compliment to W. M. McKercher, 
general agent for the Northwestern Mu- 
tua] Life in Sioux City for 42 years, 16 
general agents and managers of life in- 
surance companies were entertained at 
dinner by Oliver Broleen and Hobart 
Brake, Sioux City, general agents for 
the Provident Mutual Life, both of 
whom began the life insurance business 
in Mr. McKercher’s office. The event 
was also in the form of a welcome to 
C. R. Garrett, who goes there from Fort 
Dodge, Ia., to succeed Mr. McKercher. 
Several made short talks laudatory of 
Mr. McKercher’s long service and splen- 
did record. Mr. McKercher was also 
a guest of honor at a banquet given by 
Arthur Whitfield, district agent in 
Sheldon, Ia., for the Northwestern Mu- 
tual Life, for 80 policyholders in Sioux, 
Lyon and Osceola counties. 

Stacey Wade, former insurance com- 
missioner of North Carolina, who re- 
signed to become an official of the 
Home Mortgage Company of Durham, 
N. C., has felt the effects of the finan- 
cial crash. His company made foans 
and marketed real estate bonds on 
properties throughout the state. It 
seems that a number of these issues 
have become “sour,” some not being 
able to meet the interest. Some are 
guaranteed by the Metropolitan Casu- 
alty. The Home Mortgage Company is, 
therefore, practically out of business. 


John Toensfeldt, St. Louis general 
agent for the St. Louis Mutual Life, died 
of heart disease last Saturday. He was 


83 years old. He had been ill for six 


months. 

The engagement of Lloyd W. Kling- 
man and Miss Marjori Berg of Minneap- 
olis iss announced, Mr. Klingman is a 
son of W. W. Klingman, vice-president 
ot the Equitable Life of New York and 
is himself associated with the New York 
office of the Equitable. The marriage 
will take place in June. 


It will be a simple matter for vaca- 
tionists in Florida to purchase life in- 
surance in any shape or form, as E. B. 
Hamlin,. state agent, National Life of 
Vermont; Frank B. Carr, branch man- 
ager, Canada Life and Sam P. Davis, 
Phoenix Mutual Life, all of Cleveland, 
are vacationing there. 


George C. Markham, 86, formerly 
president of the Northwestern Mutual 
Life, died March 22 at Pasadena, Cal. 
Mr. Markham went to Milwaukee in 
1869 and practiced law there until he 








became a vice-president of the Nori 
western Mutual in 1901. Previously } 
had been a trustee of the company ap 
a member of the executive and finang 
committee. Mr. Markham was vice-pre 
ident for about seven years before being 
elected president, holding the office ur 
til his retirement about ten years ag 
For the past eight years he has lived ; 
California. 


Mrs. Elise D. McKellar, member ¢ 
the R. Henry Lake agency of thx Eau 
table New York in Memphis, Tenn., ha 
been honored by the Business & Pn 
fessional Women’s Club there becaug 
of her success in writing retirement a 
nuities for women. Already this yer 


she has written more than 25 cases witht 
Tntil shell 


a total of $196,500 business. Ll 
joined the Lake agency two and a haf 
years ago she had no business experi 
ence. 
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A. L. Saltzstein, general agent for the or 
New England Mutual Life at Milwav in 
kee, received tributes from his entire h 
agency force in Wisconsin and upper t 
Michigan and from his friends in thf th 
insurance business on the celebration fff 
his 30th year as an agent for the com 
pany at an agency meeting last week 
About 100 agents for the New England m 
Mutual under Mr. Saltzstein’s jurisdic fir 
tion were in Milwaukee for the meet-® 
ing. ; Ca 

es pr 

D. C. Hoover, district agent at Jop 
lin, Mo., for the Northwestern Mutua 
Life, is now taking the Mediterraneafy H 


cruise with Mrs. Hoover. The Hoovers 
joined their daughter in Europe, 


she has been for the past year. 


where & 


— Gi 
Lee J. Dougherty, president of the He 
Guaranty Life of Davenport, Iowa, was B 
in Kansas City last Saturday to attend a 
the birthday dinner given by President Ar 
J. B. Reynolds of the Kansas City Life A 
to a few intimate friends. r 
aS Ar 
W. B. Hays of Cairo, IIl., special rep- Gi 
resentative for the Kansas City Life, 
died very suddenly March 23. Presi / 
dent J. B. Reynolds and Mr. Hays wert ht W 
associated in business together 35 yeats 
ago in Poplar Bluff, Mo., when Mr. 
Hays was mayor, and manager of a N 


ice company, and Mr. Reynolds was city 
clerk and bookkeeper for the ice com- 


pany. J. F. Barr, agency superintend- 
ent, attended the funeral services m 
Cairo Tuesday. Mr. Hays was about 
70. 


Coincidences happen, even in the i 
surance business. Lucy Grant, daughter 
of W. T. Grant, president of thie Busi- 
ness en's Assurance, Kansas City, 15 4 
student at Missouri University, Colum 
bia. Last week she was returning W ith 
a girl friend to Kansas City for the week 
end. The car ran out of gasoline about 
18 miles from Kansas City. ‘The two 
girls decided to walk a short way to# 
filling station. They found the station 
master talking with another man very 
earnestly. The latter offered to returl 
them and the filling station man to theit 
car. When they had gone back theit 
courteous friend kept standing about the 
car. He finally spoke up and said 
Miss Grant, “You know, what you need 
is some accident insurance. 

She glanced at him and asked him 
what company he represented “The 
Business Men’s Assurance,” he said. 

She laughed. He assured her that it 

was nota laughing proposition. 


“Oh, yes, but it is,” she answered. ° “My 
father is president of that company.’ 

L. L. Adams, president of the Sen- 
tinel Life, returned to Kansas_ City: 
Mo., last week from-a series of Com 
ferences held with the west cost age” 


cies. 
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LIFE AGENCY CHANGES 











TWO AGENCIES ARE UNITED 


J. A. Goulden & Son and Rooney & 
Vermilye, Penn Mutual, in New 
York City Combined 


The Penn Mutual general agencies 
of J. A. Goulden & Son and Rooney & 
Vermilye have been consolidated. These 
are the company’s two oldest general 
agencies in New York City. Goulden & 
Vermilye, general agents, is the new 
firm, and their location is 130 William 
St. The members are Maurice E. Goul- 
den and H. R. Vermilye. William J. 
Rooney, who has a large clientele, will 
give his time to them and to new pro- 
duction exclusively. 

The Goulden Agency was established 
in 1887, with the appointment of Joseph 
A. Goulden, who for the 10 previous 
years had been traveling agent in west- 
ern Pennsylvania and West Virginia. 
In 1897 Mr. Goulden’s son, Maurice E. 
Goulden, was admitted to partnership, 
and the firm name of J. A. Goulden & 
Son was adopted. Upon the death of 
Joseph A. Goulden in 1910, Maurice E. 
Goulden succeeded to the agency, which 
continued to bear the firm name. 

The foundation of the firm of Rooney 
& Vermilye was laid in 1905, when Wil- 
liam J. Rooney was appointed general 
agent. The partnership of Mr. Rooney 
and Mr. Vermilye was formed in 1917. 


Lionel M. Bargeron 


Lionel M. Bargeron has been ap- 
pointed district manager for the Penn 
Mutual at Savannah. Upon returning 
to America after the war he engaged 
in fire insurance in Atlanta for a year 
and a half. Then he removed to Sa- 
vannah to be manager of the insurance 





department of a trust company. Two 
years later he bought the department 
and became owner of its fire business. 
This he later sold, and went to De- 
troit, where he became connected with 
the Johnston & Clark agency of the Mu- 
tual Benefit. After three years’ experi- 
ence, principally in organization work, 
and joint work, with new men, he re- 
turned to Savannah, and for the last 
three and a half years has acted as joint 
manager for eastern Georgia for the 
Mutua] Benefit. 


E, E. Wieman 


E. E. (“Tad”) Wieman, who has been 
associate football coach at the Univer- 
sity of Michigan and recently appointed 
line coach at Minnesota, is the new dis- 
trict agent for the State Mutual Life at 
Grand Rapids. He will work under 
Guy Reem, general agent at Detroit. 

Mr. Wieman is a graduate of the Uni- 
versity of Michigan. He was picked 
by Coach Yost to be assistant football 
coach and assistant director of athletics. 


Mutual Trust Appointments 


The Mutual Trust Life of Chicago has 
appointed three new general agents. 
Tyndall & Tyndall of Columbus, O., 
former representatives of a large eastern 
company there, now represent the Mu- 
tual Trust. The partners are, M. C. 
and Richard, father and son, respect- 
ively. Robert B. Basham becomes gen- 
eral agent at Toledo, O., ,and Claude 
Bridges has been named in charge of 
the second general agency at Detroit. 
Both are experienced managers. 


Changes by Sun Life 


A number of agency appointments and 
changes have been announced by the 


Sun Life of Canada: J. F. H. Wallace, 


| branch manager at Peterborough, to be 
manager of the new Mansfield branch 
in Montreal; J. N. Mertz, branch man- 
ager at Regina, to be manager of the 
new Metcalfe branch, Montreal; G. J. S. 
Loynes, branch manager at Edmonton, 
to be manager of Regina branch; R. F. 
Sutton, branch manager at Brandon, to 
be manager of Edmonton branch. 


James W. Stevens, Jr. 

Jas. W. Stevens, Jr., has taken up 
headquarters in Orlando, as director of 
Florida agencies for the Illinois Life. 
He is a son of R. W. Stevens, president 
of the company. 

Mr. Stevens has had four years ex- 
perience with the Illinois Life as agency 
vice-president. Two years ago he joined 
the New York bond house of Sutro 
Brothers Company in Chicago, the con- 
nection he left in order to become again 
associated with the Illinois Life. 


Patrick E. Mouton 


The Guaranty Income Life of Baton 
Rouge has opened a branch in the Con- 
tinental Bank building, New Orleans, 
with Patrick FE. Mouton as manager. 
Mr. Mouton has a force of 15 agents. 


O. K. Johnson 


Johnson, leading personal pro- 
ducer in Ohio for the Business Men’s 
Assurance since 1927, has been made 
assistant to E. C. House, Ohio branch 
manager, to develop and train new men. 


O. K. 


James R. Stewart 


James R. Stewart has been appointed 
Oklahoma City general agent for the, 
Ohio National Life, with offices in the 
Braniff building. He was formerly 
general agent for the Equitable Life at 
Kansas City. 


Horace Hudson, J. J. Asher 
Horace Hudson has been appointed 








state agent for the ordinary life depart- 


ment of the Home State Life of QO, 
homa City, succeeding the firm of Ags, 
& Hudson. J. J. Asher, former ny, 
ber of that firm has become spe 
agent for the Oklahoma Southern [3 


Earle E. Rogers 


M. M. Waddle & Son, home office x 
eral agents of the Great Republic |; 
at Los Angeles, have appointed Fx 
E. Rogers manager of its monthly 
come department. Mr. Rogers has by 
a leading producer in southern Califor, 
since 1907. For the past four ye 
he has been with the Connecticut Ge 
eral. 





P. H. Hawthorne 


P. H. Hawthorne of Hartford ¢; 
Ind., becomes general agent and nor 
western Indiana manager for the Inte 
Southern of Louisville. He has bg 
special agent for five years in that te 
ritory. 


E. Bloodworth 


The Sun Life of Canada oper 
a branch office May 1 in New Orlea 


is 


in the American Bank building. i 
Bloodworth of St. Louis will be 
ager. 


Cuyahoga Underwriters Formed 


The Cuyahoga Underwriters Ager 
has been incorporated by Guy ( 


lard, James M. Bateman and Carl } 


Addams. It will represent the Secur 
Mutual Life, Bankers’ Reserve 
and several casualty companies and 1 
specialize in aviation insurance. 


John M. Deans 


John M. Deans is appointed brane 
manager at Buffalo for the Canada Lik 


succeeding J. R. Brown, who resigned: 


short time ago. Mr. Deans has bee 
an agency supervisor for another com 
pany in Buffalo, and prior to that >} 


Lit 
Office 


are at 809 Leader building, Clevelani 
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hieved a personal production of $500,- 
a year. 


Hall S. Crain, Jr. 


Hall S. Crain, Jr., has been appointed 
id superintendent by the All-States 
¥e for Georgia, headquarters in At- 
sta. He was formerly with the Con- 
cticut Mutual Life at Cleveland. 


George C. King 


The Old Line Life of Milwaukee has 
pointed George C. King general agent 

northern Texas, with headquarters at 
enon. Mr. King has been in life insur- 
nce work for some time. 


L. S. Wickes 


Lewis S. Wickes has been appointed 
anager of the Oklahoma agency of the 
ederal Life, with headquarters in the 
sicord building, Oklahoma City. Mr. 
‘ickes had been for five years com- 











mercial] agent for the Kansas City 
Southern railroad in that city. 





Seth Parish 
Seth Parish has been appointed gen- 


eral agent of the Occidental Lite of "| 


Raleigh, N. C., at Charlotte, N. C. with 
offices in the Independence building. 
He is an experienced field man. 





Life Agency Notes 


The Respess Insurance Agency has 
been appointed Kansas City Life agent 
in Lexington, Ky. W. P. Respess will 
have direct charge. 

The Fort Smith, Ark., agency for the 
Travelers, held for years by George 
Tilles up to the time of his death a few 
months ago, has been taken over by 

B. Breen. 

Roy L. Swarzman, Des Moines, agent 
for the Equitable Life of New York, has 


been made group insurance supervisor | 


in Des Moines and southern and central 
Iowa. He has gone to the home office 
for a week’s special instruction. 








EASTERN STATES ACTIVITIES | 











ITTSBURGH SALES CONGRESS 


Rockwell, Thurman, Bailey and Hueb- 
ner Headliners for Sessions 


April 3-5 


Dr. Charles J. Rockwell, well known 
surance educator, will give six one- 
our lectures at the educational sales 
ingress in Pittsburgh April 3-5. The 
pics on which Dr. Rockwell is sched- 
led to talk are “Modern Tendencies in 
Inderwriting,” “Equipment for Selling 
Business Insurance,” “Selling Life In- 
rance to Women,” “Profit Sharing 
id Bonus Plans,” “Increasing Your 
sales Average and Mechanics of Pro- 
ram ——s 

The other speakers are Oliver Thur- 
an, vice-president and ag te ge 
f agencies for the Mutual Benefit, 
Essentials of Success and Why Life 
nsurance Is Bought”; Prof. William 
b. Bailey, economist of the Travelers, 
n the subject, “Industrial Background 
f Group Insurance”; and Dr. S. S. 
uebner, dean of the American College 
f Life Underwriters, on “Instruction 
nd Education as an Investment to the 
inderwriter.” 


Forty-Seven on Woods Honor Roll 


The membership of the Century Club 
f the Edward A. Woods agency of the 
quitable Life in Pittsburgh is now 
omposed of 47 agents. Agents qualify 
br membership when they pay for cases 
f $100,000 or more on one life or in 
int cases in which the interest of each 
wo agents is $50,000. Members are said 
have earned a century plant. The 





hree leading members are W. J. Powell 


ith 47 century plants, Harper K. Beegle 
nd W. E. Graham with 46 each. 


Lemon Addresses University Class 


H. B. Lemon of the insurance depart- 
nent of the Chamber of Commerce of 
he United States addressed the insur- 
mice class of the George Washington 
hiversity in Washington, D. C., on 
Taxation in Connection with Life In- 
urance Companies and Life Insurance 
Policies.” In his work for the chamber 
{ commerce, Mr. Lemon has given 
~y tho ught and study to this sub- 


Report Out Old Old Age Bill 


The committee on pensions of the 
assachusetts legislature, without a dis- 
‘iting voice, reported favorably on an 

age pension bill, thus placing its 
famp of approval on such a bil for the 


Mtst time in the history of the state. 


Lon bill is to the general effect that 
baad assistance sufficient ,to pro- 
€ suitable and dignified care” to per- 


poms more than 70 years of age, who 
‘ave lived in MassachusettS 20 years, 


‘oud be furnished. The beneficiary 


Ww 
Suld be able to remain in his home or 


‘dgings or in a boardng house. 


CONWAY MAKES HIS REPORT 





New York Superintendent Estimates 
Increase in Life Insurance in 1929 
at 8 Percent 





ALBANY, N. Y., March 27.—Super- 
intendent Albert Conway in his annual 
report says that life insurance showed 
an increase in volume of about 8 per- 
cent in 1929, according to reliable esti- 
mates. Group insurance has had an 
extraordinary erowth. 

As the experience with annuities has 
shown marked improvement for some 
years, Superintendent Conway calls at- 
tention to the advisibility of changing 
the standard of valuation, the McClin- 
tock table now prescribed being based 
on experience before 1894. 


Gives Disability Rules 


In a review of the study given by the 
New York department to the matter 
of total and permanent disability bene- 
fits in connection with life policies, 
mention is made of the action taken 
by the National Convention of Insur- 
ance Commissioners. The requirements 
for standard provisions are given in de- 
tail, together with permissible provi- 
sions that may be used. Unity of cov- 
erage, sound underwriting and other de- 
sirable results are expected to follow, 
he says. 











Central Western 
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MIDLAND MUTUAL MEN MEET 





Agents from Michigan and from Two 
Ohio Cities Attend Sales Confer- 
ence in Detroit 





Midland Mutual Life agents from 
Michigan and from Toledo and Fre- 
mont, O., attended a sales conference 
in Detroit. J. A. Hawkins, manager 
of agencies, presided and gave an ad- 
dress on “A Seven-Day Preparation,” 
in which he outlined the Midland’s sys- 
tem of early training of new agents. 
Other speakers the first day were H. O. 
Tice and R. S. Moore, supervisors; J. 
G. Monroe, superintendent of agencies; 
A. G. Gabriel, J. W. Woodhams, H. P. 
Sutphen and J. A. VanderWerf, gen- 
eral agents respectively in Detroit. 
Kalamazoo, Owosso and Grand Rapids; 
and Harold J. Cummings, vice-presi- 
dent Minnesota Mutua! Life, who talked 
on “The Life Insurance Trinity.” 

Second day speakers were E. O. Mow- 
rer, general agent in Akron; R. T. 
Wood ‘of the Akron agency, S. G. Dick- 
inson of the Life Insurance Sales Re- 
search Bureau and Harry Deibel, man- 
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“It’s the set of your sails that deter- 
mines where you're going. 


“The wind blows from one direction, 
yet some ships go east and some go west; 
others sail north or south. 


“After all, it’s the set of your sails that 
counts.” 


, . Pilot’s sails were set in the right di- 
rection during 1929. 


The results speak for themselves: 


Paid-for Business in Force at 


te eee $103,601,195 
eG eee 96,247,953 
New business, including reinstatements and N 
increases, during 1929.......... $29,433,594 


----- Again the sails are set for 193) ----- 


T. D. BLAIR, Agency Manager 
AEE \WSURARCE CORP 





Greensboro, N. C. 


A. W. McALISTER, President 



























































































PRODUCTION— 


of Paid Business by this 
Company showed a gain of 
Thirty Percent in 1929. If 
there is a more eloquent story 
of performance by the Com- 
pany in an Expanding Mood, 
you write it, Fieldman! Or 
better still, write for infor- 
mation about the opportu- 
nities to join in the greater 
performance of 1930. 














CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. ROY KRUSE, President 
JAMES L. COLLINS, Supt. of Agencies 


Home Office: Sacramento 







































































940. In 1929 over $49,000,000 of ordinary 
life insurance was written and paid for 
in the state, an increase of about $5,- 
500,000 over the previous year. 

Mr. Lewis also takes up the question 
of lapses and shows that for the three 
years 1924-6 lapses amounted to 14.9 
‘percent of the total in force in the state. 
For the three years 1927-9 this dropped 
to 11.6 percent. 

The gain in ordinary life business in 
force for the three years 1924-6 was a 
little less than $21,000,000. For 1927-9 
period the gain was over $38,000,000. 
While all the old companies wrote $7,- 
237,000 more new business in 1929 than 
in 1926, there was $8,744,000 less old 
business lapsed. 


St. Louis Managers Hear Bethea 


The St. Louis General Agents & 
Managers Association at its monthly 
meeting was addressed by Osborne 
Bethea of the educational department of 
the Penn Mutual Life, who outlined the 
difference between organized and stand- 
ardized sales talks. 

He said: “An organized sales talk 
gives a complete idea in an organized 
fashion. It does away with resource- 
fulness, and this is desirable because a 
resourceful agent thinks behind the 
prospect instead of ahead of him. It 
also enables the new man to get into 
production more quickly because he will 
be able to make a presentation practi- 
cally as well as the agent who has been 
in the business several years.” 

He was introduced by Ira Fischer, 
general agent of the Penn Mutual, who 
also acted as the prospect in the dem- 
onstration sale by Mr. Bethea. 


Kansas City Actuaries’ Program 
The Actuaries Club of Kansas City 
will meet April 15. A discussion of sur- 


render, where there is a full assignment 
of policy, where there is partial assign- 











ficiary has been revoked, where there is 








Loomis in Des Moines 


President James L. Loomis of t 
Connecticut Mutual Life, and H. I. 
Rice, actuary, were Des Moines visitoq 
last week, as guests of General Ageq 
Claude Fisher. They spoke at a met 
ing of 25 district agents from westeq 
Iowa. 





Assist Chamber of Commerce 


The insurance men who will accor 
pany the Kansas City, Mo. chamber « 
commerce’s seven-day invasion of th 
trade territory between Kansas City 2 


A PURELY MUTUAL 
Company! 


lf You Have Knocked 
the “‘T” Out of ‘Can’ 
WE CAN GIVE 


1. You a liberal first year commissi@ 
2. An unexcelled renewal commissie 
3. Your beneficiary a renewal pensiae 
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Port Arthur, Tex., are: R. Emmet]are genuinely interested in_ insurance. looking over the field with a view of {ships named “Slonote,” “Bumpay,” “In- 
The company | difference,” “Poorisk,” and the 


Q’Malley, manager sales promotion of 
the Midland Life; Ralph Rice, Jr., Na- 
tional Fidelity Life, and Jack P, Miller, 


Egeneral agent of the Royal Union Mu- 


tual Lite. 





Nebraska Farmers Have Money 


President Howard S. Wilson of the 
Bankers Life of Nebraska does not find 
that there is any lack of money among 
the farmers of that state. The farm loan 
department reports that never before in 
company history have interest payments 
been so promptly met as during the 
period ended March 1. Increased pay- 
ments on the principal were also re- 
corded. While tarm sales were not as 
numerous as usual at this time of the 
year, when farms change owners and 
tenants most, a number of them have 
brought high sums. 





Is Field Service Manager 


Charles I. Smith, who becomes field 
service manager for the Mutual Benefit 
Life, is a native of Highland, Kan., and 
a graduate of Kansas State University. 


} After four years in teaching he entered 


the banking business and had been for 
seven years cashier of the First National 
Bank of Highland. He began soliciting 
insurance on the side for the Mutual 
Jenefit Life, and at the suggestion of 
H. W. Allen, general agent at Wichita, 
resigned his position shortly after the 
first of the year with the bank. 


Rockwood Heads Sioux City Bureau 


George Rockwood, manager of the 
Sioux City, Ia.. branch office of the Pru- 
dential, has been elected as chairman 
of the insurance bureau of the Sioux 
City chamber of commerce. 


McMahon Speaks at Kansas City 


About 25 agents of the Northwestern 
Mutual Life heard Edward M. McMa- 
hon, insurance trust officer of the Equit- 
able Trust Company of New York, speak 
at a luncheon in his honor given by 
Sam C. Pearson, Kansas City, Mo., 
general agent for the Northwestern, last 
week, 








Southern States 
Local News 
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Interest in Various Courses Offered by 
University of Florida Is Steadily 
Increasing 
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GAINESVILLE, FLA., March 
In the fall of 1928 the college of com- 
merce and journalism at the University 
of Florida established the chair of in- 
surance, largely through the efforts of 
the Florida Local Underwriters Asso- 
ciation, working in conjunction with 
Dean Walter J. Matherly of the univer- 
Sity, 

Dr. C. P. Wassam was brought from 
the University of Iowa, where he had 
served for 20 years as assistant pro- 
lessor of insurance, to take charge of 
the insurance work. However, due to 
ill health, Dr. Wassam was forced to 
resign Jan. 1, 1929, and his place was 
taken by Howard Dykman, who has 
handled the work since that time. 
Three one-semester courses are of- 
ltred, one in life insurance, one in 
Property insurance, and one in bond, 
ttle and casualty insurance. Enrollment 
in these courses has shown a very satis- 
factory increase. In the college year 
of 1928-9, seven students were enrolled 
im the life insurance course, 13 in the 
Property insurance course and 15 in 
the casualty course. In the year 1929-30 
12 were enrolled in the life insurance 
Course, 18 in the property insurance 
course and 20 in the casualty course. 

hese courses are entirely elective and 
are only taken by those students who 


The department plans to give the stu- 
dent an adequate and complete knowl- 
edge, so far as possible, of the principles 
and practices in the insurance busi- 
ness. The various courses cover types 
of policies, interpretations of the pro- 
visions, endorsements. that may be 
attached to the policy, methods of de- | 
termination of rates, organization and | 
control of the business, agency and | 
brokerage systems, and the outstanding | 
legal aspects of insurance. 

Next year a social insurance course 
will be added. Professor Dykman ex- 
pects to spend the summer in Europe 
studying social insurance, particularly in 
Germany and England. 








Temporary Secretary Appointed 

At a meeting of the executive finance 
committee of Citizens Life of Hunts- 
ville, Ala., respect was paid R. E. Smith, 
secretary and general counsel, who was 
killed recently in an automobile wreck. 
M. M. Hutchins was elected temporary 
secretary. * 





| 
May Open Richmond Office 

The John Hancock Mutual Life 

planning to establish a general agency | 
in Richmond. A home office represen- 


is | 


| named 


opening such an agency. 
has been operating in Virginia for some 
time but only on a limited basis, han- 
dling business through its Baltimore of- 
fice, its principal connection being with 
the agency of Leterman & Sons in Nor- 
folk. 





Sykes in Macon 
Frank H. Sykes of Philadelphia, ex- 
ecutive vice-president of the Fidelity 
Mutual Life, was in Macon, Ga., last 


| week inspecting the activities of the 


middle Georgia agency, recently placed 
in the hands of a new manager, Brown 
Nicholson. Mr. Nicholson was _ for- 
merly in the fire insurance business. He 
succeeded R. C. Cheatham, Jr., who was 
transferred to the Oklahoma City 
agency. Joe F, Ogburne is Mr. Nichol- 
associate. Mr. Sykes went to 
Fla., from Macon. 


son's 
Jacksonville, 





Pilot Life’s Unique Campaign 
McAlister month at the Pilot Life, so 
in honor of A. W. McAlister, 
president, has been given a novel twist 
by tying up the month with the naval 
disarmament parley. Plot Lfe agents 
are listed as gunners aboard the good 
ship “Pilot,” a swper-dreadnaught in ac- 





like. 

All producers have been supplied with 
placards showing a sinking enemy ship 
and listing gunnery records to indicate 
the salvos, 16-inch and five-inch hits 
scored during the month. 





Home Agents Meet in Jackson 


Mississippi and Tennessee agents of 
the Home Life of New York gathered 
at Jackson, Miss., for a one-day sales 
conference. S. R. Whitten, Jr., Jack- 
son, was host. H. W. Manning, Jr., 
superintendent of agents, addressed the 
agents. 


Report Alabama Business 


Approximately $300,000,000 life insur- 
ance, or an average of about $100 per 
capita, was written in Alabama in 1929, 
according to figures compiled by the 
state insurance department. Old line 
legal reserve companies wrote $281,296,- 
182; fraternals, $14,279,759; mutual aids, 
burial societies and smaller fraternals, 
in excess of $4,500,000. 





Love Addresses College Students 


Samuel B. Love, manager at Rich- 
mond for the Mutual Life of New York, 
while on his way to Columbia, S. C., 


tative was in that city a few days ago |tion firing heavy salvos at distant enemy, his old home town, last week, found 











1930 


Make Your Plans for 
The Next Ten Years 
With 


Of Our Company 


Non- Medical. 


2. 


A 


NEW 
DECADE 


The Unsurpassed Facilities 


In Business More Than Sixty Years 


Direct-By-Mail Circularization That Brings Results. 
A Medical Department with the Field Viewpoint. 
Interest-Getting Practical Sales Presentations. 


Five Point Complete Protection. 

Substandard Service—with Laiest Scientific Ratings. 

Excess Interest Payments on 
1. Annual or Monthly Income Settlements. 

Funds Left on Deposit with the Company. 

Participation on Certain Fully Paid-up Policies. 

Juvenile Insurance. 

Aviation Rider. 

Permanent and Total Disability Benefit. 

Modified Life. 

Double Indemnity. 

Guaranteed Low-Cost Policies. 

Prompt, Efficient Service to Policyholders and Beneficiaries. 

Free of Restrictions, Military Service, etc. 








There are a few exceptional agency op- 
portunities for men who can qualify. 


Address: Walter E. Webb, Executive Vice-President 
29 South La Salle Street, Chicago, Illinois 








ALBERT M. JOHNSON 
Chairman of the Board 





Nationa Lire Insurance CoMPANY 
or Tue Unirep Srates oF AMERICA 


A Fine OLD Company for Ambitious YOUNG Men 


ROBERT D. LAY 
President 
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Safety and Security 
the Keynote for 1930 


For the insurance man of good record who wants 
to begin 1930 with a direct connection of his own 


THE PYRAMID LIFE INSURANCE COMPANY 


Offers a liberal contract backed by the security 
and assurance that comes of representing a sound 
company under conservative management. 


For his assistance we furnish an attractive line of 
policies—complete protection from infancy to old 
age. Also an effective plan of direct mail adver- 
tising. 

Generous and sympathetic treatment of men in 
the field. 


Write to 
John G. Hoyt, President 


PYRAMID LIFE INSURANCE COMPANY 


Kansas City, Missouri 


Openings in 
Arkansas Oklahoma Texas Colorado 
Missouri Kansas lowa Illinois 




















t Yen new family income policy (originated by 
the Continental American Life) is now being 
written by agents of 





Insurance Company 
MADISON, WISCONSIN 


The cost of protecting the family and provid- 
ing an ample income is so tremendously reduced 
by this plan, that when it becomes fully known to 
the insuring public it will be difficult to interest 
the head of a growing family in any other form 
of policy. 


for Agency opportunities WISCONSIN 
address the Home Office MINNESOTA 
at Madison, Wisconsin. IOWA 









time to deliver two talks on life insur- 
ance. He stopped off at Davidson Col- 
lege, addressing the economics class in 
the morning. In the evening he spoke 
before a large class of young women at 
Converse College, Spartanburg, S. C. 
Returning to Richmond, he filled an en- 
gagement at Washington and Lee Uni- 
versity, talking before the economic 
class at that institution. 


Clause Effective in Alabama 


Commissioner George H. Thigpen has 
denied the rumor that the new disability 
clause will not become effective in Ala- 
bama. He says it will be effective June 
30 and after that time he positively will 
not approve policies written with the old 
clause. 





Gets Bankers Group Contract 


The Georgia Bankers Association has 
awarded its salary allotment and group 
insurance franchise to the All-States 
Life of Montgomery. It is expected that 
the coverage will amount ta from $5,- 
000,000 to $10,000,000. 








News of Pacific | 
Coast States 














SHAPRO STARTS RIGHT OUT 





New Penn Mutual General Agent Holds 
Luncheon in San Francisco as 
Opening Gun 





A unique luncheon is being held March 
28 by Ben F. Shapro, recently appointed 
general agent of the Penn Mutual at 
San Francisco. At this luncheon, guests 
of honor will include civic leaders, lead- 
ing business and professional men and 
all representatives of the company in 
the territory. It will be a two-fold af- 
fair, serving first officially to introduce 
Mr. Shapro as the new general agent 
and James L. Taylor, his associate, and 
also mark the opening of the com- 
pany’s “Clientele Months,” April and 
May, when all policyholders are to be 
serviced. 

Each agent is invited to take two 
guests. A special attraction will be a 
sales demonstration, with John E. 
Gibbs, home office representative, as 
agent, and James L. Taylor, associate 
general agent as policyholder. This fea- 
ture is designed to show how thoroughly 
modern life insurance covers specific 
needs. 


PLAN MEETINGS ON COAST 


Northwestern Mutual Will Have Two 
Regional Sessions at Portland 
and Los Angeles 





The Northwestern Mutual Life has 
announced plans for regional conven- 
tions on the west coast this spring. For 
15 years an annual convention for the 
agencies of the New England, middle 
Atlantic and south Atlantic states has 
been held in New York City, and it was 
thought advisable to have a similar 
meeting or meetings on the Pacific 
Coast. 

It was decided to have one meeting 
at Los Angeles May 13-14. and one at 
Portland May 20-21. The plan of these 
meetings contemplates alternating the 
northern meeting between Portland and 
Seattle and the southern meeting be- 
tween Los Angeles and San Francisco. 

There will be five home office offi- 
cials and general agents in the visiting 
party which will conduct the meetings, 
and in addition a number of local speak- 
ers will take part. The first day the 
theme will be “Using Northwestern 
Tools to Sell Northwestern Programs,” 
and on the second day the theme will 
be “Life Insurance as Property.” 


Travelers’ California Meeting 
The annual southern California sales 

















conference of Travelers casualty agents 
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Aiaiaies 2 March 25-26, 
under direction of W. S. Shiels, casu- 
manager there. The meeting was 
ttended by 130 agents from the south- 
California field in all lines, the con- 
ference being devoted to discussion of 
casualty, life, accident and group cover. 
Mr. Shiels conducted the discussion of 
casualty subjects, and Arthur J. Frith, 
manager of the life agency of the Trav- 
evers in that city, was in charge of this 
division of the program. Vice-president 


vas held in Los 
a Ity 


ern 


H. H. Armstrong of the life, accident 
ad group divisions was _ principal 
speaker, 


Continenta] National Relicensed 
P. Porter, Montana commis- 
renewed the license of the 
National Life of Denver. 
\r. Porter last December revoked the 
company’s Montana license, iregulari- 
ties in the conduct of its business being 
stated as the reason for the action. 


George 
sioner, has 
Continental 


Hill Makes 50 Percent Gain 
he 


of the State 


Arthur J. Hill California agency 
Life of Indiana produced 
over 50 percent more new business last 
February than in February, 1929, and 
led all the company’s agencies. Ira 
Homer of the Hill agency led in per- 
sonal production. 


Tenders Lunch to Officials 


officials of the 
guests at a 
Babcock, 
Among 


office 

National were 
given by Ralph S. 
Francisco general agent. 
officials en route home after at- 
the company’s agency confer- 
Los Angeles, were: Walter T. 
vice-president in charge of 
agencies; A. L. Dern, manager of agen- 
cies; Fred W. Gale, superintendent of 
agencies for Pacific Coast; W. T. Plog- 
sterth, assistant agency superintendent, 
and Dr. \W. E. Thornton, medical di- 
rector 


Several home 
Lincoln 
luncheon 
>an 
these 
tending 
ence at 
Shepard, 


Davis’ Business Increased 


Frank H. to Den- 

little more than a year ago to 
over the Penn Mutual the busi- 
the agency has increased over 
S00 percent. 


Since Davis went 
ver a 
take 


ness of 


Denver Managers to Meet 


Life insurance general agents and 
managers will hold a meeting May 6 for 
discussion of Jocal problems. The com- 
mittee on speakers and arrangements 
includes J. Stanley Edward of the 
Aetna; George N. Quigley, Provident 
Mutual; William Spencer Jr., Massa- 
mete Mutual, and Guy J. Gay, Sun 
ale 


Huge Group Cover Sold 
\ group insurance policy for $1,650,- 
"00, covering 1,140 employes has been 
taken out by the Douglas Aircraft Com- 
pany, Los Angeles. 


To Handle Japanese Risks 


rhe Great Republic Life of Los An- 
geles has decided to write Japanese risks 


and M. M. Waddle & Son, home of- 
hee general agents, have appointed 
Daisuke Iwataki, manager of its oriental 
department Mr. Iwataki was formerly 
for 13 Sears a leading producer with 
one of the big eastern companies and 
> prominently identified with Japanese 
usiness in California. 

Graham to Speak in West 
William J. Graham, vice-president of 
the Equitable Life of New York, is to 
the principal speaker before the San 
Francisco Life Managers & General 
Agent \ssociation at a luncheon April 
-*. (€. W. Peterson, manager of the 
Phoenix Mutual Life, president of the 
“rgamzation, will preside. 


Toombs to Face Another Charge 
R L.. 


he | Toombs, former president of 
the I 


iternational Life, who is now serv- 
three-year term in the Missouri 
ttentiary at Jefferson City, will be 


ng a 
per 


——=E 





Moves to Portland 
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HOLLEBAUGH 


forward step in its 
constructive program of expansion, the 
Oregon Mutual Life of Portland an- 
nounces the appointment of C. W. Hol- 
lebaugh director of sales training. 
This action comes as a part of the pro- 
gram laid down at the time of the mu- 
tualization of the Oregon Life last Sep- 
tember, according to a statement made 
by W. C. Schuppel, executive vice 
president. Mr. Hollebaugh is one of 
14 on the Pacific slope holding the de- 
gree of C. L. U 

Starting as a soliciting agent for the 
Equitable Life of New York, his record 
later merited a managership for that 
company in Kansas. More recently he 
was for five years in charge of sales 
training work for the Western States 
Life of San Francisco, and conducted 
classes in “Life Insurance Salesmanship 
and Fundamentals” for the University 
of California extension division, Mr. 
Hollebaugh, who the author of a 
number of sales training and lecture 
courses, life insurance books, etc., was 
the first to organize a coaching class, 
through university affiliations, to pre- 
pare life underwriters for the C. L. U. 
degree examinations. In recognition of 
his activities he was made chairman of 
the educational committee of the San 
Francisco Association of Life Under- 
writers, which post placed him on the 
executive committee of that organiza- 
tion. 


Taking another 


as 


is 


tried April 14 on one of four pending 


indictments against him. 


Marron Assistant Secretary 


Joseph P. Marron, who has gone to 
the home office of the Mutual Benelit 
Life in charge of disability underwrit- 
ing, is made assistant secretary. In the 
past he has been connected with the 
Casualty Company of America, Colum- 
bian National Life, Home Life of New 
York, and Hartford Accident. In 1923 


Independence Indemnity, 
vice-president. 


he joined the 
becoming assistant 


Claim Electrocution Was “Accident” 


Claim that death was accidental, and 
therefore the double indemnity clause 
on a $12,500 life policy was liable, was 
made by Joseph and Esther Diamond 
in suit in Chicago against the New 
York Life under a policy carried by 
their son, Harry H. Diamond, who was 
electrocuted at the Indiana state peni- 
tentiary in 1924 for murdering his wife. 
Counsel for the New York Life met 
this much litigated point by the argu- 
ment that under English common law 
a man executed for a crime forfeits his 
estate to the government, but attorneys 
for Diamond's parents said Indiana law 
does not contain such a provision. 


' 
| 
| 
| 








STATE MUTUAL LIFE 
ASSURANCE COMPANY 


WORCESTER, MASSACHUSETTS 








A NEW AND COMPLETE 
STATE MUTUAL MANUAL 


IS HELPING AGENCY OFFICES 


TO RENDER PROMPT, ACCURATE 


SERVICE TO AGENTS AND 


POLICY HOLDERS 








INCORPORATED — 1844 
EIGHTY-SIX YEARS OF SERVICE 




















Home Office Building 


OPPORTUNITY 


For the MAN who is thinking of entering 
the Life Insurance profession or the MAN 
who is not perfectly satisfied with his pres- 
ent connection, we have excellent territory 
to offer and his chances for promotion are 
unusual. Write further 
Your communication will be treated in strict 
Address your 


for information. 


confidence, if you so desire. 


communication to 


A. F. SEELIG, Agency Manager 


Cuicaco NATIONAL LIFE 
INSURANCE COMPANY 


1400 West Washington Boulevard 
Chicago, Illinois 
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Good will is the 


secret of business 
building and it will 
pay you dividends 
if you capitalize it. 
VONARCH 
WALLETS make 
it easy for you to 
make and hold val- 
uable contacts. 


The HAGERSTOWN LEATHER CO./nc. 


THE NATIONAL UNDERWRITER 











MONARCH 
WALLETS 


PIN THIS 


AD TO 
YOUR 
LETTER 
HEAD 


E want to send you facts and prices 
on our good looking line of Leather 
Insurance Wallets. We are confident that 
you cannot duplicate our values and we 


want to convince you. 


Clip this advertisement, pin it to your 
letterhead and send it to us promptly. In 
return we will send you some interesting 
information about MONARCH WAL- 
LETS and tell you why you should use 


them. 


Hagerstown, Maryland. 


\ (4 Gi (al Tin ot) 
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*NEBRASKA 
(OMAHA or LINCOLN) 


*KANSAS 
(WICHITA or TOPEKA) 


Wanted: 


*WEST VIRGINIA 


(CHARLESTON or WHEELING) 


*IOWA 
(DAVENPORT or DES MOINES) 


WHAT 


hind of a contract would induce 
you to put all of your inherent 
talents behind your protession? 
Would it be a straight 


SALARY 


of a commission agreement in 
cluding broad and liberal terms 
with maximum first-year com 
mission and long-time renewals 
which 
WOULD 

make you mdependent within a 
very few years? For the man 
who can qualify, I will also make 
@ liberal allowance for office ex 
penses. You are acquainted with 
yourself 


YOU 


are an organizer with a back- 
ground of successful personal 
production—if you are looking 
for a permanent connection with 
a real company—I will 


EXPECT 


to hear from you. Shortly after 


O. L. HOLLAND 


President 


*MINNESOTA 
(ST. PAUL or MINNEAPOLIS) 


AMERICAN 


‘NATIONAL 
ASSURANCE 


COMPANY 


ST. LOUIS 
a 


Copynae tayo 











March 28, 19 
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NEWS OF LIFE POLICIES | 
New Policies, Premium Rates, Dividends, Sept | 
Values and all Changes in Policy Literature, Rate | 
| s, etc. Supplementing the “Unique Manual-| 
Digest.” published annually in May at $4.00 and the | 
“Little Gem” published annually in April at $2.00. | 
” ‘ : | 








‘SALARY CONTINUANCE” FORM 








Jefferson Standard Life Offers New 
Policy, Terminating at Age 62 
—Disability Included 





“Salary Continuance Special” is the 
name of a new policy which the Jeffer- 
son Standard Life of Greensboro, N. C., 
is offering. The $10,000 contract pro- 
vides that in event of the insured'’s death 
before age 62, beneficiaries will receive 
a monthly income of $100 until the ter- 
mination date when the face value of 
the policy will be paid. Termination 
date is the 62nd birthday of the insured. 
It also provides for the payment of the 
face value of the policy to the benefi- 
ciary upon death by accident of the in- 
sured; thereafter the beneficiary will re- 
ceive $100 monthly until the termination 
of the policy when the face vatue will 
again be paid. 


Disability Provisions 


In case of disability before age 60 the 
insured will receive an income of $100 
monthly for life during continued total 
disability; future premiums are waived, 
but the natural death benefits are not 
affected. 

The annual premium at age 20 with 
disability and double indemnity features 
for $10,000 is $279.70; at age 25, $285.00; 
at age 30, $292.10; at age 35, $303.50; at 
age 40, $320.40; at 45, $344.60; at 50, 
$376.20. 





Wisconsin National 


The new disability clause and rates 
are announced by the Wisconsin Na- 
tional Life Unmarried women are 
granted income disability but the income 
is only one-half that for men and the 
clause terminates at age 55. The full 
income can be obtained by paying double 
the male rate. In either case the clause 
terminates on marriage. The income 
disability rates follow: 


Ind. Age 85 20 20 End. 

Cont. 20 Ord. Pay Year Age 
Age Prem. Pay Life Life End. 65 
15.... 16.24 24.89 14.70 22.84 42.28 17.90 
20 18.07 26.85 16.31 24.60 42.95 20.39 
25.... 20.29 29.08 18.25 26.59 43.66 23.52 
30.... 23.04 31.70 20.72 28.91 44.66 27.70 
35.... 26.62 34.97 23.93 31.75 46.19 33.43 
46.... 31.37 38.99 28.16 35.28 48.58 40.91 
$5.... 37.75 44.85 33.82 41.02 51.76 51.76 
5O.... 46.42 52.69 42.13 48.80 56.88 71.39 
55 oo B8.46 68.38 ...2 coco G69 3107.90 





State Life of Illinois 


The State Life of Illinois, which is 
issuing $25,000,000 of insurance under a 
participating policy with a special clause 
allowing the policyholders of this issue 
to participate in the profits, has an or- 
dinary life and a 20-year endowment 
policy, the rate being for five-year pe- 
riods as follows: 

Ord. Life | Ord. Life 
Ord. End Ord End. 


Age Life 20 Years| Age Life 20 Years 
10 $11.38 $43.88 45 $31.92 $55.26 

15 12.43 43.93 50 39.78 61.27 

20 13.77 44.30 55 50.28 70.05 

25 15.17 45.23 | 60 64.38 

tO 18.20 46.52 65 83.43 

7) 21.55 48.42 70 109.20 

40 26.0 1.23 





Home Life, Philadelphia 


The Home Life of Philadelphia was 
inadvertently omitted from a list of 
companies that write juvenile forms, 
which list appeared in the March 7 edi- 
tion. The company policies on 
children from the day of birth. 


issues 













“It Will Double Your Income’’ 


Easy to say, but backed by letters from 
Underwriters in every State in the 
Unien. They KNOW it sells Life In- 
surance. Better get started before 
everyone else has the dope. LIFE 
INSURANCE AS A PROPERTY 
INVESTMENT. 

Get it only in “The Essentials of Life 
Underwriting.” 


The Di d Life Bulletins, 420 East 











WASHINGTON} Pte 


AND OREGON 


Managers and 
General Agents 
Wanted 








The Liberty 
Life Insurance 
Company is start- 
ing the year 1930 
with nearly dou- 
ble the amount of 
business written in 
1929. There is a 
reason. Our 
unique and attrac- 
tive policies and 
Home Office co- 
operation are the 
answer. Open ter- 
ritory still avail- 
able in the above 
States. 
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Fourth Street, Cincinnati, Ohio 


THE 


LIBERTY LIFE 
INSURANCE 
COMPANY 


Topeka, Kansas 


Charles A. Moore 


President 


Edward C. Wills 


Superintendent of Agencies 
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Prepared for 
Interviews ~ 








METIMES 
a “life’’ interview appears 
hopeless. But that very 
same prospect may be ready 
and willing to sign an ‘‘ac- 
cident’’ application if you 
are prepared to lead up to it. 









i 


| 


When you leave a pros- 
pect’s Office with a signed 
application, and informa- 
tion regarding him, you are 
in an excellent position to 
plan a life insurance pro- 
gram for him. You can also 
[ | determine whether he is a 
() good prospect for automo- 
bile or burglary insurance. 
He may also be the man who 
can say “tyes” to a dozen 
lines of business and per- 
sonal insurance. 


Co “<< 
ETM hep 





oo -——_— =F 


If you are not conversant 
. with the methods of selling 
accident insurance The 
Travelers will show you how 
you can easily absorb the 
necessary selling data. 


Accident insurance in The 
Travelers renews year after 
year. Other profitable lines 
of insurance are easily de- 
veloped from your list of 
accident policyholders. 


oh. 








C—O) 


If you know a man who 
ought to be in the insurance 
business, a man who should 
get started right, who would 
profit from Travelers train- 

ing, put him in touch with 
; the nearest Travelers branch 
office, or Walter E. Mallory, 

Agency Secretary of The 

Travelers Companies 











Hartford Connecticut 
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FOSTER PLAN FOR SCHOOLS 





San Francisco Association Plans Speak- 
ers in Classes, Essay Contests on 
Life Insurance 





Frank P. Ebertz, president of the San 
Francisco Life Underwriters Association 
and general agent of the National of 
Vermont, announces appointment of 
Alexander Z. High, Jr., of the Guardian 
Life, to head a committee for the pro- 
motion of closer cooperation between 
life men and the school board in ar- 
ranging for speakers before various 
classes throughout the city. Essay con- 
tests on life insurance by students also 
are being discussed. 

Mooney Heads Committee 


Danie] E. Mooney, manager of the 
Peoria Life, second vice- -president of the 
association, heads a committee to formu- 
late legislative plans to present at the 
next session of the legislature, regard- 
ing activities of certain assessment or- 
ganizations. Oscar C. LeBart, general 
agent New England Mutual, is chair- 
man of a committee which will seek to 
have the San Francisco chamber of com- 
merce appoint a standing insurance com- 
mittee. 

Plans are being made for another golf 
tournament under the auspices of the 
association, with Percy M. Jost, man- 
ager of the Sun Life, as chairman. 

* x 


CODE OF ETHICS ADOPTED 
Detroit Managers Association Sub- 
scribes to Pledge Designed to 
End Five Problems 





A code of ethics to govern relation 
ship between general agents and man- 
agers who make up members hip of the 
Life Managers’ Association of Detroit, 
was adopted at the March mecting, with 
signatures of all members. 

Five specific problems that have been 
more or less abused in the territory are 
disposed of in the code, as follows: 1 
to endeavor to enlist new men in the 
business, rather than to seek those en- 
gaged by other companies; 2. to first 
cote the employing general agent or 
manager before negotiating with an 
agent proposing to change companies; 
3. to avoid any connection with so-called 
“twisters” or “abstractors”; 4. to notify 
the interested general agent or manager 
of any business submitted by one of his 
agents in another company, before com- 
mission is allowed, and 5. to pay no 
commission on insurance on life of an 
agent until applications secured by him 
have been received and paid for on at 
least three other Ives. 

Michigan law does not provide for 
brokerage business and there have been 
many complaints of agents in debt to 
general agents or managers who place 
large cases with other general agents in 
order to collect commissions in cash, 
rather than having them charged off 
against their indebtedness. 

x *k * 


EXPERIMENT ON DIRECT MAIL 

Joseph P. Licklider of Missouri State 

Tells Kansas City Association of 
Success With Plan 





Joseph P. Licklider, director of pub- 
licity and sales research for the Missouri 
State Life of St. Louis, addressed 75 
members of the Kansas City Associa- 
tion of Life Underwriters and advertis- 
ing club members March 24 on “The 
Place of Direct Advertising in the Sales 
Plan.” He stressed the value of a 
definite sales plan such as the five-year 
one instituted by his company three 
years ago. He defined advertising as 
eB izes the attention of the public to 











WANTED 


TWO ASSISTANT SUPERINTEND- 
ENTS OF AGENCIES 


N connection with its expansion program and with 
planned reorganization of territories, The Lincoln Na- 
tional Life Insurance Company, of Ft. Wayne, Indiana, is 
looking for two outstanding young men as home office 
officials. 
Qualifications Their headquarters will be at 
; Ft. Wayne, but a major portion 
rhese men should be between of their time will be required for 
the ages of 30 and 40, and should field work of organization and 


have clean and successful rec- management. 
ords as insurance salesmen, plus 
experience as supervisors, either The Company 


in large agencies or the home 
offices of small companies. They 
should be of the leadership type, 
clean cut, well informed, and 
ambitious. 

These men will be given unusual 
opportunities and backing for 
developing their abilities as 
agency officials. 


The Lincoln National Life in its 
25 years has made an unexcelled 
record for growth. It has more 
than $800,000,000 of insurance in 
force, more than $69,000,000 of 
assets and more than $6,000,000 
of surplus to protect policy- 
holders. 


- 
Give Full Information 
Program of Work os a : : 
Write giving in confidence, full 
The principal duties of each will information concerning experi- 
be the recruiting of new general ence, education, health, ambi- 
agents and managers, and the tions, and reasons for interest in 
building of the agencies in their this type of work. Applications 
territories, including the work from LNL men will be welcomed 
of recruiting, training, and stim- without prejudice to present 
ulating men for the agencies. positions. 


THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


Fort Wayne Indiana 

















HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 
Ethelbert Ide Low, James A. Fulton, 
Chairman of the Board President 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 











SAFETY PROTECTION SAVINGS 


A company whose 
ideas are in accord 
with modern times 


For Agency Opportunities, Write 
J.T. MAYALL 





R. S. TIERNAN 


mie. AMERICAN SAVINGS LIFE 


Vice Pres. & Agency Mgr INSURANCE COMPANY 
D. SHARPE Board of Trade Building 
Secy. & Treas. KANSAS CITY, MISSOURI 
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NATIONAL 


UNDERWRITER 


March 2 





















































one’s product or service and said it is directed toward married men with chil- 
one of the greatest forces in modern |dren was so satisfactory the company 
business. Direct advertising that goes is adopting it extensively, Mr. Licklider 
direct to selected classes of people who|said. One salesman wrote 40 letters, 
can use or who are using a product or! spent four weeks, made 40 calls and 
service, is the most effective means of | wrote 16 applications for $22,000. One 
reaching people, he said. “If direct mail | manager picked four men who spent 1° 
advertising is properly prepared it will | weeks in this work, and the result was 
not go into the waste basket,” he ad-| 2,117 calls, 1,323 interviews, 194 ap- 
vised. “It does missionary work for the | plications and $494,000 of business. This 
insurance salesmen.” | was in the east. In Valley City, N. D., 

An experiment of the Missouri State | one agent spent 21 weeks, had 239 inter- 











FIFTEEN YEARS 
OF PROGRESS 


Legal Reserve Life Insurance Admitted Assets 
in Force 

SE. sicccucessare fer e $ oa 
ESS SS 9 fF eae -.++ 33,289,945 
Sere coe Seeeete «= - BSD... 0 oe cccccece GaRuEne 
Di ciesesexewawet BESTS 1923... cccecccces .. 63,955,277 
. = jaeaued FIGOIO SES —19DB.. .cccccccccecs FA7IZGI3 
ere .. +. $86,589,365 1929............. 133,931,890.94 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 DES MOINES, IOWA 














We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

3. The Best and Most Liberal Sub-Standard Facilities. 

4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only serious-minded men of 
character and integrity—men who are intent upon suc- 
cess—and to whom we offer exceptionally liberal and prof- 
itable —_— 


ery desirable territory open in 


OHIO — “INDIANA — KENTUCKY 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 











views and wrote 87 
$155,000. 


applications for 


*x* * * 

Kansas City.—E. Chester Sparver, edu- 
cational director of the Connecticut Mu- 
tual, addressed the Kansas City associa- 
tion on “What Do You Mean—Life In- 
surance?” The American business tempo 
is accelerated, he said. The strength of 
the life insurance business anywhere is 
as weak as the worst life salesman in 
town, he declared. “The life underwriter 
does not know enough about his busi- 
ness,” Mr. Sparver declared. “There 
never was a business where a man can 
get by with less knowledge and less time 
and get more returns than in life insur- 
ance. Seventy-five percent of the things 
a man wants he can get by life insur- 
ance—if the agent will give it to him.” 
: * * * 

Greensboro, N. C.—The Greensboro as- 
sociation heard a talk by F. E. Cann, 
secretary of the Jefferson Standard Life, 
at the regular March meeting on the 
“Economics of Life Insurance.” A read- 
ing from Dr. 8S. S. Huebner'’s book on the 
same subject was given. Presiding was 
W. H. Andrews, Jr., president of the 
association. 





Oklahoma City.—Eighteen life insur- 
ance underwriters enrolled for the 14 
weeks’ C. L. U. training school sponsored 
by the general agents and managers as- 
sociation jointly with the Oklahoma as- 
sociation which opened last week at the 
Oklahoma City University. 

* * * 

North Dakota—Charles J. Rockwell, 
life insurance educator, addressed a 
large gathering of North Dakota insur- 
ance men at a dinner meeting in Fargo 
under the auspices of the North Dakota 
association. Trust officers of Fargo 
banks were guests and a large number 
of insurance men from Bismarck, Minot, 
Grand Forks and other points were pres- 
ent. 





* * * 

Chieago.—aAn innovation in the 
monthly meetings of the Chicago asso- 
ciation is planned for the next one to 
be held April 10. It will be a dinner 
meeting, rather than a lunch, and an 
elaborate program is planned, rather 
than a single talk by an experienced life 
insurance man, as heretofore. Dr. 
Charles J. Rockwell will be the princi- 
pal speaker, to be introduced by Craig 
B. Hazelwood, executive vice-president 
of the First Union Trust & Savings 
Bank, toastmaster. A feature will be 
the graduation exercises of the Life 
Trust Institute of Chicago, which has 
been in session. The Pullman Porters’ 





quartet, nationally famous crooners 
negro melodies, will sing. 
* * * 
Minneapolis—Dr. Charles J. Rockwy 
insurance educator, addressed the y 


neapolis association at its March mee. 


ing. Harry W. Kavel, president, 
nounced that plans are fairly well 
vanced for the sales congress, May 19-2 
About 500 life underwriters from My 
nesota and adjoining states are expect 
to be in attendance. 

*x* x * 

Davenport, Ia.—At the Davenport a 
sociation monthly meeting Vincent 
Coffin, educational director of the Py 
Mutual, was the speaker, on “Secrets 
Selling.” He pointed out that from » 
viewpoint it is necessary to have ; 
agent’s prospect like him and next 
line of importance is to talk to hip 
an understandable language. 

* * * 

Peoria, Hl—Membership of the Peo; 
association has increased nearly 100 yx 
cent since last June, it was reported 
a dinner last week. The associat 
has 209 active members enrolled 

H. Thomas Head, Cincinnati, super 


tendent of agencies of the Western ¢ 


Southern Life, and J. F. S. Elmhirst, 
Vernon, district superintendent of | 
Prudential, spoke. Ralph C. _ Lowes 


president of the Illinois association, ap. 


nounced plans for the state gather 
May 3 in Springfield. William F. Dine: 


educational director of the  Heifey 


agency of the Mutual Life of New Yx 
in Chicago, will speak at the April mee 
ing. 

*x* * * 

Flint, Mich.—The Flint association 
its March meeting was addressed 
Donald T. MacKinnon, Provident Mutu 
president of the Detroit association a 
of the Michigan State association, 
“How I Produced $11,000,000 in Seve 
Years.” He said he had bought ever 
help offered him and sold all sorts 
folks all sizes of policies, placing 
first year about $300,000 of business, a 
finding his net return or balance in cas 
at the end of the year about $1,100 

Because of this he changed his pla 
He listed 50 so-called “big” men—thos 
whe could buy and pay for good siz 
policies, Out of this type, with har 
work and other calls, he has netted t 
total, and along with this has hadt 
“kick” of writing and paying for 
$1,000,000 policy. 

Walter C. Mayer, Crown Life, preside 
of the association, announced that t 
April meeting will be an evening affa 
with the ladies present. Claris Adams 
vice-president American Life of Detro 
will speak. 








_ ACCIDENT AND HEALTH FIELD — 







































Are you Interested in 
CALIFORNIA? 


ROSCOE M.DOWNING 
APPRAISER 
For Real Estate Loans 
Specializing in San Francisco 
and San Mateo Counties 


snaps, block books, files, photographs 417-418 Mills Bldg. San Francisco 
property transfer record 





Offices completely. equipped wi 

















The Life Insurance Company of Virginia 
1871 59 Years of Existence 1930 


JOHN G. WALKER BRADFORD H. WALKER 
Chairman of the Board President 


Rick { Vi * *¢ 




















THE UNITED STATES LIFE 'NSURANS® 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 78 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 


HOME OFFICE: 156 Fifth Avenue, New York City 























GLOBE INDEMNITY CONTRACT | life, doubling in case of the specific 


Special Clause Doubles Benefit in Case | “' , 
| bling under the special clause. Im 


| diate disability is not required 


of Auto Accidents on Streets 
or Crossings 


A novel contract is announced by the 
Globe Indemnity of Newark, providing 
double death indemnity for accidents 
occurring in a passenger automobile or 
from being struck by an automobile while 
upon or crossing streets or highways. 
It is known as the “ZX” form, and con- 


tains all liberal features of the old | 


“ZA” form with a change of the insur- 
ing clause to read “accidental bodily in- 
juries” instead of the usual “accidental 
means” clause. The hospital and nurses 
clause is liberalized and double weekly 
indemnity is given instead of 50 percent 
additional. Limit on the hospital clause 
is extended from 15 to 20 weeks. 

The policy is issued in level units of 
$1,000 capital sum for each $5 weekly 
indemnity, maximum being $10,000 capi- 
tal and $50 weekly. Death benefit 
doubles to $20,000 under the special 
cover. Loss of life must occur within 
12 month of date of accident. 

The capital sum of a $5,000 policy is 
paid for loss of life. both feet, both 
hands and so forth, doubling as noted: 
$3,750 for loss of a leg or arm, $2,500 
for a foot, hand, eye, speech or hearing, 
and $1,666.66 for thumb and index finger 
of either hand. The policy pays $25 
weekly indemnity for total disability for 





accidents, and $12.50 a week for parti 
disability for 52 weeks, this also do 
but 
covered if occurring within 30 da 
accident. 

Costs for ages 18 to 59 are: M 
class A $27.50. class B $32.50, class 
$37.50, class D $45: women, class 4 
$32.50, class B $37.50, class © 4 
class D not written. 


Forrester to Address Claim Mer 

Dr. C. R. G. Forrester, well ko 
Chicago surgeon, will address the 
cago Claim Association at its ‘ 
April 9 at the Hamilton Club. D Fe 
rester was scheduled as the speaker ! 
the March meeting, but was unable 
be present at that time. 


Florida Cases Still Pending — 
TALLAHASSEE, FLA., March 26— 
Florida department has sent ita 
cular letter to all accident and he 
companies licensed in Florida &s* 
them whether they have’ incorpo’ 
the special provisions in the body 
their accident and health policies 4 
department has requested. Renewa! 
tificates and all licenses which exe 
March 1 are being held up pending © 
ceipt of the information No denial 
renewal of certificates have yet ai 


made, but it is expected that a: 
be taken in all cases where rel 
not received within a reasona 
of time. 
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ans ucer of the Equitable Life of New four groups as follows: | Se e~ he “| the pen be placed in the baby’s hand 
ig te ork in San Francisco, made a search- Group 1- rhose who either now pos it ob ga ory upon myself to determine | and the signature be written guided by 
Heife, Mmng analysis of his business over a pe-/| sess $50,000 of life insurance or who | trom this policyholder the situation aS | the father or mother. By this method 
.w York {of ten years in a recent talk. within the next few years would be able | to the organization with which he is] he creates boundless good will and 
ril mee Mr. Hamill urged that after becom- | to visualize $50,000 of insurance and who | associated regarding corporation insur- opens the path for future business with 
ng “sold on the idea” that the produc- | would be in a position to pay for it. | ance, insurable interest in relation to | the adult members of the family. 
of life insurance is a business, the | Group 2—Those possessing or able to | partnerships or possible coverage in | i a ‘ 
ase nderwriter apply economic principles | visualize and pay for $25,000 to $50,000 group or salary savings. In short, to | 
pt. th particular attention to the <= | Group 3- Those possessing or able to capitalize my time spent with him and eum x ae fe eee 
Pc equisition — and _conservation, | 1e visualize and pay for $10,000 to $2 s- | which would ordinarily be simply a mat a pay ; =  - 
thes backbone of the life underwriter’s finan- | 000. Group 4—Those possessing oF | ter of service in opening up opportuni- | Of the Mutual Lite of New York in 
“ te rial program,” said Mr. Hamill, “is a| able to visualize and pay for up to $10, Slee tm aléenet Seetingn units comparable Chicago, is not content with placing a 
it everrElientele of policyholders with the ability | 900. . in i ae 6 ook oP regular printed label on the policies he 
sorts Ho visualize the protection of their re- | The completion of this analysis = ~~ os . - se IIs, He insures that the policyholders 
ing Gponsibilities in terms of a fair sized | showed the following: Group 1—5 per- | Make Each Unit | will remember him by placing a small 
ess Gusurance estate and the capacity to ac- | cent, Group 2—10 percent, Group 3 Justify Its Continuance | picture of himself on the policy and 
in Gually create it—in short, a clientele of | 39 percent, and Group 4—48 percent underneath the words: Remember me 
100 licyholders with a reasonable insur- ' To follow the procedure upon which he “Above all though,” said Mr. Hamill, | when you want more insurance. 
8 pla oe mindedness and a sufficient income | had been working for the last ten years | “we should recognize one and for all * * * 
— Bo put it into use.” Mr. Hamill would have the following that we are actually in a business- a Eugene Harris of the Fohr agency 
th hart By . results: business that is just as susceptible to} of the Connecticut Mutual Life, Chi- 
ted th fm the Same Analysis 1. Under normal circumstances a | the governing action of a well proven | cago, with the use of an office building 
had } as Does the General Agent good 50 percent of his time would be | economic principle as any other busi-| directory sends out 12 letters each day 
for «BS “In applying business principles to | unproductive i. e. as far as any appre- | Mess a busi ness that " Sy yal to men he does not know. The next 
ur business,” he asked, “why can’t we | ¢ ‘iable amount of business could be ob- | i2#¢d and administered will bring richer morning he follows his letters up with 
sory approach it from the same point of view | tained from group 4. returns and gre: ater security in later} 4 call. He uses a jumbo sized letter 
mph at any general agent or agency man- 2. The possible productive units of | ¥&& Tir than an other . ~_o, - oo and when he goes in an office he says, 
“Adams Mager adopts when meeting the problems | his business i, e. groups 1 and 2 would will sean Bo ur -agynees _ af , pom “Je 1 “Tam the one who sent you that big 
Det t his own agency? When they have | be receiving far less contact than their built, ma Ing wwii u - gay wees letter. As he says “big” he motions 
Sbefore them a certain plan of develop- | actual value to his business entitled i ge le wi fort — — ie el with his hands to supplement the word 
Bnent, they are going to know: What | them. ; wares wen ess effort but more lasting big. This acts as an aid in breaking 
ure the acquisition costs or just what 3. Much more attention had to be = a his clie down the barrier. Through this method 
‘ill the cost of conservation amount to | given in the next few years to attracting secause of this analysis 7 me ill Mr. Harris has developed a definite 
does it pay? or doesn’t it? Yet how | units comparable to those of groups 1 tele which he has built up, =a. SS = working system and makes at least 12 
any of us have ever arrived the | and 2. last month placed Insurance ON ov Zives | calls on’ new prospects a day. 
spoint of visualizing the work that we “Now what was to be done about it? | ‘or a total of better than $963,600- - NPG PIE 
yecifiedfare doing in a similarly practical com- | Disregard group 4 and let them slide? a A vad making P lling . thin pad The annual agency convention of the 
part smion sense way. Aren’t we building a | No, not a bit of it. I assumed the re- - ay PAA sige ipevved  . o ae in © | Sentinel Ease Of Banees City has been 
o dot nisiness? Haven't we acquisition costs? ' sponsibility when they placed their trust | C/a@ssimcation of groups 2 an postponed until May 8-! 
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Jel New Low Cost Insurance 














aM The 1930 dividend scale reduces the net cost of 
lidelity’s Low Rate Life Policy to very low figures, and 
offers a policy easy to sell in large units with consequent 
fer profit to the agent. 
ra ILLUSTRATION 
. Net Cost* 
. Age | Ist yr. 10th yr. Aver. for 10 yrs 
2 2 2~—Cté«d(LSs«é«d«37.90—«d|;C(<«é‘éCCC $136.00 
: 35 | 19100 | 181.10 | 186.60 
" 45 28450 | 26440 | 275.10 
a 55 458.40 | 42490 | 441.70 
= *Based on 193 idend Scale—Not guaranteed 
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SERVICE LIFE 
INSURANCE COMPANY 


Exceedingly liberal contracts are 
offered to reputable and responsi- 
An unusual agency 
proposition is extended in districts 
where the company is not now rep- 


For information write 
B. R. BAYS, President 


JOHN L. OESCHGER, Secretary-Treasurer 


Home Office 


Lincoln, Nebraska 
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CALIFORNIA 
Barrett N. Coates Cart E. Herrurtu 





Coates & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 





ILLINOIS _, 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 











A. GLOVER & CO. 


° Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


HM Ht. DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 
Consulting Actuary 
902-904 State Life Building 
INDIANAPOLIS, INDIANA 





MISSOURI 


LEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown Building 
St. Louis, Missouri 





800 Securities Building 
Kansas City, Missouri 





NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


88 W. 44th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Comsulting Actuaries 
Insurance Accountants 
Richard Fondiller, Harwood E. Ryan, 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
vee etc., Calculated. Valuations 
Examinations Made. Policies 
= all , Insurance Forms Pre- 
red. Law of Insurance a 


hy 
Colcord Bidg. OKLAHOMA CITY 
































On Idea That Will Sell Them All— 

LIFE INSURANCE AS A PROPERTY 
INVESTMENT 
Farmers—Doctors—Lawyers—Business Men— 
aye any ae devel- 
oped and perfect y, mer There, 
Jr., in a series of studies, “The Essentials 

of Life Underwriting.” The 
Bulletins, 428 E. 4th St., Cincinnati, O. 








By H. W. Cornelius & Co., 105 South 
La Salle Street, Chicago 


Div 
Asked Share 
1.20 


Stock Bid 
A. Lincoln Life.. 
t+Aetna i 
Central Life, 
Central States... 
Columb. National 
tConn. General.. 
Continental, Ill. 
Continental Cas. 
Continental, Mo.. 
Des Moines L.&A. 
Federal Life.... 
Great Northern.. 
Inter-South. Life 
*Lincoln Natl.... 
Mo. State 
New World Life. 
ereoere States.. 
National. . 
Sinic National. 
Old Line Life... 
tPacific Mutual.. 
Pan American... 
Philadelphia Life 
tPreferred <Acci. 
Re-Ins. L. of Am. 
Security Life.... 
Sun Life 
Travelers ..... 
Union Central. 


U. 
‘Life. 10 


100 1.2 


35 


ad — de . 
Ole eo ee Cote 
> Sts Se) 
. — des 
+ OS Coed tS 


m1-1S1ce 


S. Life 
Wisc. Natl. 


*Extra dividend paid. 
tNew. 
tRights 2%-3% 


Life-Trust Link Grows 
Stronger, Loomis 


(CONTINUED FROM PAGE 3) 

block of stock held by the Connecticut, 
“can stand the stress of real strain.’ 
During the period from 1919 to 1923 
when a high interest rate on bonds pre- 
vailed, Mr. Rice said that the Con- 
necticut Mutual invested 70 percent of 
the increase in assets in long term 
bonds. This, the speakers believe, will 
enable the company to show admirable 
interest records over a period of years, 
which should have an affect on net cost. 

Furthermore Mr. Loomis reported 
that the company had sold this year 
more farm property than it had been 
obliged to take over. The management 
has not been disposed to depress medi- 
cal selection or to save on expenses in 
the home office and the field in order 
to make a more spectacular net cost 
showing. These are considerations, Mr. 
Loomis said, upon which the company 
is convinced that it will improve its po- 
sition in the net cost field. 


Responsibility of Agent 


Mr. Loomis emphasized the responsi- 
bility of the agent to his prospect and 
to his policyholder. He told of one 
agent who kept after a policyholder to 
pay a renewal premium. The insured 
was irritable and unpleasant, finally tell- 
ing the agent it was none of his busi- 
ness and to leave him alone. The agent 
was piqued and refused to press his 
request. Shortly thereafter the delin- 
quent policyholder died and his family 
was destitute. This agent, Mr. Loomis 
said, should have disregarded his per- 
sonal feelings against the policyholder 
and remembered the beneficiaries. 


Jackson's “Cyclopedic Dictionary of 
Life Insurance” is a text book on life 
insurance by means of definitions of life 
insurance terms. Price, $2.50. Order 
from The National Underwriter. 





Wanted—Assistant General Agent 


A well established Chicago general 
agency of an old eastern company 
desires the services of a man to or- 
ganize and build a new unit. This 
man must have a proven production 
record and contacts of the sort that 
will assist him materially in develop- 
ing his unit. To such a man we will 
pay a good salary and allow him full 
commission on his own writings. 
Write us a letter telling all about 
yourself. Address P-17, The National 
Underwriter. 


LL — 


Huge Congress 
Held in Boston 


(CONTINUED FROM PAGE 3) 
the insurance business generally if the 
proposition for a state fund bill for com- 
pulsory automobile liability insurance is 
adopted in Massachusetts, and he called 
upon the life men to interest themselves 
in the matter. 

Commissioner Merton L. Brown of 
Massachusetts referred to the interesting 
fact that this March occurred the 75th 
anniversary of the founding of the Mas- 
sachusetts insurance department and he 
made reference to many accomplish- 
ments in that time. He complimented 
the life men on the large proportion of 
their members who passed the state 
agents’ examinations, something like 
88.21 percent in the past year and a 
half. 

Former Commissioner Robert J. 
Merrill of New Hampshire told the men 
they should be glad to be in a business 
where they could fix their own salaries, 
rather than being executives who had 
to rely upon boards of directors. 


Massachusetts Court Gives 
Important Group Decision 


An important decision has been made 
by the supreme judicia] court of Massa- 
chusetts on a group policy, to the effect 
that an employer who has obtained 
group insurance for the benefit of his 
employes and has paid the premium on 
it, can terminate the employment and, in 
effect, the insurance, after an employe 
has been laid off because of slack work, 
without unequivocal notice. The case 
is that of Elizabeth Colter vs. the Trav- 
elers. The employer was the American 
Woolen Company. The group contract 
entitled the employer to keep the insur- 
ance in force in periods of slack work 
when employes were temporarily laid 
off, and in this case the employer noti- 
fied the Travelers to keep the insurance 
in force for six months. 

The employe, Richard Colter, did not 
return to work at the end of this period 
and died without having received notice 
that his employment was _ terminated. 
His beneficiary claimed he was entitled 
to this notice in order that he might 
avail himself of the privilege to convert 
the policy to some other form within 
31 days after termination of employ- 
ment. The court held that the widow 
had no rights against the company, and 
it was held to be obvious that any em- 
ploye should have known he had to con- 
vert the insurance within 31 days after 
the termination of his employment and 
that all rights to insurance would be 
ended after six months following his 
temporary layoff. 


New York Life Loans Nine Million 


Mortgage loans amounting to $1,353,- 
000 were made in greater New York 
by the New York Life the first two 
months of 1930. Of this amount, $1,- 
230,000 was placed in apartment house 
loans, $65,000 in residential loans, and 
$58,000 in business property loans. The 
company loaned throughout the United 
States and Canada, exclusive of New 
York City, nearly $7,600,000, a total of 
approximately $9,000,000. New York, 

California, Washington, Ohio and Mich- 
igan led in the number of loans placed. 
More than $1,200,000 was loaned in the 
District of Columbia. 


Arnett on Shenandoah Board 


C. G. Arnett, president of the Inter- 
Southern Life of Louisville, has been 
elected a member of the board of the 
Shenandoah Life. The two companies 
are affiliated through the Associated 
Life Companies, Inc., which holds stock 
in both. 

W. J. Henson, who has been general 
counsel of the Shenandoah Life since its 
organization, has resigned because of ill 
health, and the directors have elected his 














son, W. E. Henson, associate counsel. 
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TRUST COMPANIES 
AND BANKS 
A directory of responsible {- 
nancial institutions that 
especially equipped to co-op. 
erate with life underwriters in 
creating life insurance = | 


and in handling other estate 
problems. 


CALIFORNIA \ 


The oldest Trust Com4 
pany in the West | 


Wells Fargo Bank 


and 


Union Trust Co. 


SAN FRANCISCO 
Since 1852 





Trust Department established 1892 





ILLINOIS 


LIFE INSURANCE and 
TRUST SERVICE 


now go hand in hand. Men of 
affairs demand both. Life Insur- 
ance creates the estate. Our Pro- 
tected Life Insurance Trust safe- 
guards it. 

A Special Reserve Fund of $2,000,- 
000 protects principal and income 
against loss. 


CHICAGO TITLE & TRUST COMPANY 
69 West Washington St. 











THE | 

PEOPLES TRUST AND) 

SAVINGS BANK OF 
CHICAGO 


Michigan Blvd. at Washington St. 
CHICAGO 
Earle H. Reynolds R. B. Upham 
8: pose re 
Flo B. Wea 
SECRETARY & TRUST OFFICER 








NEW YORK 











Che Chase National 
Bank 


OF THE CITY OF NEW YORK 
TRUST DEPARTMENT 


VICE-PRESIDENTS 
Reeve Schley George BE. Warres 
SECOND VICE-PRESIDENT 
George A. Kinney 
wee TRUST “rr 


I. Plere 
CORPORATE TRUST OFFICER 
Howard F. Walsh 
ASSISTANT TRUST OFFICERS 


Edward 8S. Dix Vincent L. Banker 
George J. Runge Frederick Pintard 


Oliver B. Hill 








CHARTERED 1822 


The ¥ Bank Farmers 
rust Co. 


22 William St. NEW YORK 


Temporary Offices—43 Exchange Place 


f Siefiesn Ave. = a St. 

ranches St ve. at 43) t 

B IE Montague 3 St. Brooklyn 
London, Englan 
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